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Successful Convention — 


Normal Year Ahead 


tion in St. Louis, visiting some four hundred 
sample rooms and quizzing many shoe men. 
With three selling days in the bag we reach the con- 
clusion that a normal year is ahead with business better 
than had been expected. There has been, in St. Louis, 
good safe buying, bigger in volume and better in selec- 
tion than at last year’s show but rather spotty. All 
concerns have had to work harder for orders and there 
are some of them that have not scratched a pencil to 
paper, but that’s the luck of a market fair. 
This is one of the most optimistic buying markets and 
a fair and rational approach to a good spring business is 
in evidence. 
Attendance is greater than at last year’s convention. 
Interest in the actual sessions of the convention is greater 
than at any convention of the last ten years. 


Or staff is pretty lively around this great conven- 


Some day St. Louis will have a mammoth hotel where 
we can house the entire convention, but the six thousand 
shoe men now present occupy twenty-two hotels, four 
of which are sample room centers. 

This year, the convention was made notable by the 
greatest piece of publicity ever engineered, for the St. 
Louis papers carried in every edition front page stories ; 
and the Associated Press carried information that this 
was the first of the great mercantile conventions to 
carry on the Hoover program designed to stimulate 
buying. The Boor anp SHoE Recorper planned and 
played the principal part in this publicity achievement— 
a great and lasting by-product of the convention. 

The outstanding utterance of the entire convention 
was by Frank C. Rand, head of the International Shoe 
Co., as follows: 

“For fine service rendered a merchant is entitled to 
a fair return for the responsibility and investment and 





the life work that he puts into it, and if you lost your 
nerve and feel that you have to give your merchandise 
away you are breaking away from sound business prin- 
ciples. I want to indorse heartily the statement just 
made by your president that we don’t have to give our 
merchandise away. We can get for it its true value. As 
square men we ought not to get a fictitious value. That 
is wrong. As we go into nineteen thirty, if we will 
get our own house in order I think that we have no need 
to fear the developments of this year. An old Irish- 
man said: 

a OU know competition around here is so hot for 
me that I have to run like hell to stay where I am.’ 

“IT know of no great industry in which competition 
is so keen. . With a 50 per cent surplus staring you in 
the face all the time, you have to be on your toes and 
sometimes you really don’t stay where you are. You 
have to go ahead or you slip backward.” 

Another opinion expressed : 

“In St. Louis a retail dollar will not exchange itself 
for outmoded shoes. Above all others, the retail dollar 
has the last word when a new style or a new practice 
of distribution spreads over the country in a single tele- 
graphic flash instead of advancing in the deliberate 
fashion prevalent a few years ago.” 

That is the real significance of the national conven- 
tion in St. Louis. Methods were studied in conference 
and shoes were tested by critical buying. More salable 
shoes will be on sale the nation over in the weeks previous 
to Easter because of this great meeting. 


yp 


Editor 








ELL here we are in St. Louis, in the first full 
Wires in January and attending a convention 

covering every hotel in town and displaying 
more shoes than were ever gathered in a sample dis- 
play before. 

It took a great banker, John G. Lonsdale, president 
of the American Bankers Association, to tell the con- 
vention that legitimate developments and expansions 
that are well planned and sound, need have no fear, for 
there is ample credit to meet all worthy demands. 

On Sunday night, the president’s dinner was held as a 
forerunner of optimism for the shoe days to come. It 
was attended by 300 of the leading shoe and leather men 
and resulted in the adoption by the convention of a 
patriotic, practical plan. As President A. H. Geuting 
said: 


“We are the first industry to get together collectively 


to further President Hoover’s noble experiment. It is 
the first time in the history 
of our country that the Presi- 
dent has appealed to the 
business men of the country 
rather than to the politicians, 
and it is up to us, each and 
every one of us, to do our 
part to maintain the present 
living standards of the 
American people, and to 
maintain the business stan- 
dards of our industry. With 
this obje¢tive in view I can 
see busy factories and busy 


| N. S. R.A. Meeting 
Goes Over Big 
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stores, eager to serve the public that has been a trifle 
short on wanted shoes, because money was being spent 
for other commodities more broadly advertised, and 
more aggressively sold. 


Year of Promise Ahead 


“I ask the cooperation of every man present in the 
great work which begins tomorrow, for this is the shoe 
industry’s great opportunity to become the first great 
national stimulator of American business for 1930.” 

President Harold C. Keith of the National Boot and 
Shoe Manufacturers Association indicated a year behind 
of success and peak production and a year ahead of 
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promise. Then followed 
a battery of big guns, all 
shooting high, wide and 
handsome with this superb 
piece of sarcasm near the 
close of the meeting when 
Everit B. Terhune, Presi- 
dent of the Boot anp 
SHOE REcORDER _intro- 
duced the _ imaginative 
character : 

“Mr. I. Gessem Wright, 
chief statistician for the 
Broke Meyer _ institute 
says: “Business may or 
may not be good in 1930. 


The only thing we can definitely see ahead is the future. 
All economists are practically agreed that after the 
panics of 1893, 1903 and 1907 the future was always 
ahead. We see no reason to change our opinion either 
according to the long cycle, the short cycle, or the bicycle 
Any one of three things may happen in 


calculations. 
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Backing President Hoover 
A Resolution Passed at the N. S. R. A. 


Convention 


At the annual convention of the National 
Shoe Retailers’ Association those present wish 
first: To express to President Hoover their ap- 
preciation of his wise policy of inviting the 
great business forces of this country to assist 
him in stabilizing the business interests of 
this country. 


Second: They pledge their determination, 
individually and collectively, to do their part 
in assuring the continuance of past and pres- 
ent prosperity. It is their purpose to do this 
through hard work, and by placing their cus- 
tomary advance orders for merchandise. They 
will place these now. They will not postpone. 
They will not cancel; and thus they will en- 
courage and maintain the man power now so 
gainfully employed, in factories, warehouses 
and retail stores. 


Third: They request Anthony H. Geuting, 
president of the National Shoe Retailers’ As- 
sociation, to transmit to President Hoover this 
message, along with the sincere good wishes 
> § the entire convention for the success of his 
efforts. 


there are people. 
a hard time of it. 


November were record months with us. 
bubbles in 1930 is our slogan.’ 
Fraser Moffat, President of the Tanners’ Council said: 


American Soap Bubbles, Inc. says: 
good in 1930. Business will always be good as long as 


We made more bubbles than ever before. 


























(1) Busi- 
ness may not be so good; 
(2) Business may be as 
good; (3) Business may 
be better. We do not 
agree with the Einstein 


the near future: 


theory.’ 


“Mr. H. Otto Whiffenpoof, sixth vice-president of 


‘Business will be 


Take away people and we would have 
Our business was splendid in 1929. 


October and 
More and better 


“The tanners seven lean years are about over. His 
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house is in order and for the 
coming season leather of all 
types is available in a reason- 
able supply, both as to 
volume and price. Produc- 
tion is at a most conservative 
level. Any tendency toward 
unwarranted expansion has 
been thoroughly checked by 
the events of the autumn. 
The present relative position 
of the demand for leather 
and the supply of the tanners 
raw material is exceedingly 
sensitive, with supplies of 



















normal way, 


leather available for manufacturers for not over two 
months at the average rate of consumption and, in some 
cases, even much less. This constitutes a record strong 
position for seven years past. That position we shall 
continue to hold and I believe that I am speaking for 
all industry when I say that such an inventory policy is 
the only sound one.” 

During the presidential dinner, Jesse Adler presented 
to Governor Henry S. Caulfield of Missouri, twelve 
pairs of shoes and one pair of slippers. 


2000 Shoe Men Attend 


The night before also had for its optical treat the dress 
rehearsal of the shoe style show. Before 12 the next 
day 2000 shoe men were in St. Louis and 400 exhibits 
were set up and ready for business. 

Before Monday morning the directors met and the 
year ahead has the assurance of financial independence 
for the association. When St. Louis sells, 
it sells—be it space or samples—and suc- 
cess if measured in numbers attending, 
was assured by the time the convention 
opened with a meeting hall actually 
crowded—something not on record in re- 
cent years. And it was a new audience, 
not the old guard, but a new, young and 
wisdom seeking merchant body so signifi- 
cant a proportion of young merchants 
that President Geuting commented 
thereon : 

“New life in the old association.” 

The banker now talks. After him the 
youthful Mayor of St. Louis, who by 
the way clerked shoes twenty years ago; then president 
Geuting whose address is given on page 50 of this issue. 
Read it, for it’s packed with the logic of service. He 
keynoted the convention by saying: 

“I urge all shoe retailers in this country to proceed 
with their business in a normal way, placing orders as 
usual. Don’t hesitate. Don’t postpone.” 


The first round table discussion followed. It was led 
by Cal J. Mensch, whose valuable address is held fot 
next week. A battle royal followed in which our own 


“Urge all retail shoe merchants to 
proceed with their business in a 
placing orders as 
usual. Don’t hesitate. Don’t post- 
pone” —A. H. Geuting. 





“Billy Rogers”—Harold Whitehead—said . 

“The chain store has a terrific problem 
which the individual man never begins to 
drearn of and that is the help problem. 1 
know of one chain store, not in shoes, employ- 
ing two men who spend all their time rush- 
ing around the country putting in men where 
others have quit. Hiring new managers 
where the other men quit because they 
couldn’t give them that personal attention, 
and they couldn’t give them the salary which 
they deserved. When you are dealing with 
a second rate man, you have a second rate em- 
ployment problem. 

“TI think, if I may say so, that I believe the 
biggest competitor the individual merchant 
has is his own lack of energy. It does not matter how 
much knowledge a man has of merchandising, unless he 
has the guts to get down on the job in the morning and 
stick on it until night. He is not going to make a suc- 
cess. He is going to be too much like the famous story 
in the drug trade of the proprietor who was sitting in 
the back room playing checkers. A friend came in and 
said, ‘Joe, there’s a customer just come in,’ and the 
druggist said: ‘Sh, be quiet. If we’re quiet he'll go away 
again.’ 

“I wish I could see every merchant have on his desk 
something like this—That success will only come to 
the merchant who is equipped with a self-starter.” 

Irving Edison (Edison Brothers Stores, Atlanta) 
said: 

“T happen to be affiliated with a chain store concern 
and have been with them since 1922. However, prior 
to that time I had about eleven years’ experience as an 
independent. We happen to operate 
thirty-five or more shoe stores from 
Texas to Ohio. It has been my position 
for the last three or four years to super- 
vise those stores. I want to emphasize the 
remarks made by Mr. Mensch that the 
independent shoe retailer is the most 
vigorous competition that any chain store 
can have. Your statistics will prove it 
true. 





The_Independent’s Advantage 


“Large bodies are cumbersome and 
move slowly and sometimes become so 
large that they outgrow their very man- 
agement and when that management is outgrown, each 
unit is operated more inefficiently and the whole business 
is subjected to great danger. What the chain store origin- 
ally had as an advantage it no longer has today, and I 
respectfully take issue with you that today the chain 
store has the price advantage over the independent. In 
the early days when a factory needed to get production it 
went to its chain store and offered a concession in price 
for that production because it is economically sound 
that we can make shoes in larger volume much cheaper. 
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“Today the various chain stores have pro- 
vidéd that production and factories are now 
keyed up to mass production and the inde- 
pendent retailer is able to benefit by it and 
the independent retailer today can take ad- 
vantage of the mass production benefits that 
chain stores have helped to create. In my 
own experience I know of instances where 
capable and energetic independent retailers 
have made purchases from factories much 
cheaper than chain stores have from the same 
factory, because that factory depends on the 
chain store for the major part of its busi- the 
ness and is able, through its economical opera- 

tion because of that business, to pass on to the 
independent retailer a saving in price. 

“So the last of the cry of advantages of the chain 
store, I believe, has also taken its place with other 
mythical claims of advantages. 

“T have had experience in both independent and chain 
store organizations. The only thing that the chain 
store does to vigorously expand its business is to engage 
a man who will constantly study and watch that business 
and work for that business to promote its progress, and 
if the independent retailer will do likewise with as much 
energy as the governing official of a chain store, he has 
the advantage of being right on the battle ground. The 
chain store must operate purely statistically. Many are 
financed by banking houses and on stock exchanges and 
must show a profit. They are constantly driven to show 
a profit, an increased profit, and because competition is 
keener, they must constantly cut into the effective opera- 
tion of their stores in order to show a profit and thereby 
make themselves more vulnerable to in- 
dependent competition — and I know 
whereof I speak.” 

The round table business forum on 
juvenile footwear was opened by Mr. 
Carl Burgstahler of F. E. Foster & Co., 
Chicago, immediately upon adjournment 
of the forum on chain stores. We hope 
to carry the children’s crusade into an- 
other issue, but the real dynamite of the 
convention came when S. J. Brouwer of 
Milwaukee challenged the shoe industry 
for crippling feet. He said, in his 
leadership of the orthopedic forum: 

“Of all the varieties of retail stores in 
America none hand out more damnation to the public 
than the retail shoe stores. Shoes make invalids and 
cripples. A very few health statistics, gathered here 
and there, already startle thinking people. Normal, 
beautiful feet? Where are they? 

“From the kindergarten to the university graduate 
they get progressively worse and most diplomas are 
handed out to physical cripples—handicapped for life— 
because of improper footwear and wrong exercises in 
gymnastics and athletics. Poor shoes make for poor 


Boot AND SHOE RECORDER 
combining THE SHop ReralLer, Jan. 11, 1930 


“The biggest competitor the indi- 
vidual merchant has is his own lack 
of energy. 

merchant uho has a self 
starter”—Harold Whitehead “ 








Success will come to 


health and poor grades for students. Children should 
have their feet examined as soon as they start to stand. 
The first shoes are vitally important and should be scien- 
tifically built. When kindergarten children are examined, 
thousands will be found with misfitted footwear. 

“Who is to blame? 

“Gym shoes and football shoes are wrecking millions 
of feet. As at present constructed, they are a curse to 
our young people. 

“Leaving the school situation—what do we find in 
the ordinary walks of life? Men losing good jobs be- 
cause of footwear that wrecks and devitalizes their 
bodies. Women suffer even more than men. Our hos- 
pitals and sanitariums are crowded with folks where 
footwear has been a real factor in contributing to their 
breakdown. What has been done about it? 

“As far as I foundation—no 
scientific organized study of cause and effect and search 
We need it. It is 
exceedingly rare to find a shoe manufac- 


know no_ research 


for remedies exists. 


turer who knows about the tissues of the 
foot, its mechanics and the real effect of 
his footwear on the body. Most shoe 
manufacturers fit their samples on models 
who have crippled, weak feet. I have 
seen it done time and time again. These 
hotel sample rooms are full of them. The 
style parades are wonderful exhibitions 
Take X-ray 
pictures of their feet and the shoe manu- 


of weak and deformed feet. 


facturer would not dare publish them. 
“Are we ignorant? 
‘ “Are we honest? 

“Dare we be intelligent and truthful ? 

“Of course a manufacturer of flexible shanks or 
rigid shanks or semi-rigid shanks or cushion soles or 
hard soles prefers to have you sell his one type of 
product. Well and good. 

“Let us stop condemning the kind we do not happen 
to handle and let each particular method of construc- 
tion be studied as to its beneficial effects on the user. 

“Personally I think they all have merit. The flex- 
ible type for exercise and bandage. The rigid for sup- 













port and rest. The semi for the middle of the road. 
Cushion sole for wonderful protection, etc. There is 
no inconsistency in selling all of these to the same in- 
dividual.” 

The opening address of the Tuesday session was by 
Doctor Julius Klein to an audience of 700 merchants. 
Its high lights are as follows: 

“The problem of retailing is one of the major ones 
before the business of this country at the present time. 
It has been vastly underrated. Its importance has been 
vastly undergaged. To my mind, the retailer occupies 
the most crucial position in the whole scheme of our 
business organization and that includes manufacturing, 
wholesaling, every category of producing and selling 
things. 

“I don’t say that because I happen to be talking to a 
group of retailers, because I have said it before to scores 
of other types of business organizations. 
That is true for the simple reason that 
the retailer stands at the most crucial 
point in the whole flow of our business 
mechanism. His counter is the deadline 
between all of those vast forces of pro- 
duction and distribution on the one hand, 
all of the whole machinery of business, 
and on the other hand, of consumption. 
Unless he is on.the job, unless he is mov- 
ing stuff across the counter and getting 
paid for it with a profit (and that is 
rather important) all of the things that 
have happened behind him on the part of 
jobbers and wholesalers and manufac- 
turers, on the part of producers of raw 
material, not only on every farm and in every factory in 
this country but in mines and on the plains of territories 
that lie thousands of miles beyond our orders, unless the 
retailer is selling his stuff and doing so profitably, every- 
thing that happens behind his counter is just so much 
dead loss. 





Don’t Chase Volume 


“There is such a thing as a mass mania, going too far 
on this volume question, and after all, the only thing in 


“If the independent retailer con- 

stantly studies his business, as suc- 

cessful chains do, he will be equally 
as successful—Irving Edison. 


lin 


volume that really counts isn’t the volume of 
noise that you make, isn’t the racket in the 
factory, isn’t the clutter of a lot of people 
coming in and going out of your store; the 
only noise that counts is that still, small voice 
of the little bell in the cash register. That is 
the big noise in any business and it may quite 
likely be utterly drowned out by the racket 
going on otherwise. 

“There is such a thing as profitless pros- 
perity—being so busy in other parts of the 
store that you don’t observe the fact that you 
are not accumulating anything behind the 
little, faithful bell in the cash register. 

“According to our records, one-half of the 
bankruptcies in retail shoe stores are due to 
accumulations of odd sizes. That one statement is 
something that I think should be written inside the hat 
of every shoe retailer. Doubtless most of you are al- 
ready familiar with that fact, but there is a major prob- 
lem of the first significance. It is being assaulted very 
successfully in certain ways—first of all, of course, by 
shrewd buying, by careful selection of the sizes where 
most of the sales are likely to occur and conversely, by 
letting down on the sizes where the sales are fewer. 


Getting Rid of Odd Sizes 





“It is being assaulted by one little group of New 
England shoe retailers by amalgamating these odd sizes 
and sending them about to discover certain communities 
where at least a few of them can be disposed of. Cer- 
tain other groups are getting together for markdowns. 

“Then you have also that other question of the re- 
turned goods evil. I was much surprised 
to discover, on certain checkups that we 
are now making in the department in our 
credit survey through the country, that 
the shoe business is peculiarly vulner- 
able to that returned goods evil. I don’t 
know why. You undoubtedly do, but it 
stands out as one of the two or three in- 
dustries that is most seriously victimized 
in that direction.” 

The outstanding address of the entire 
convention was by Frank C. Rand, Presi- 
dent of the International Shoe Company. 

“Of course,” he said, “I suppose all of 
us realize there has been just a slight 
financial disturbance in the country, there 
has been a little irregularity in the last two or three 
months. And all of us knew that this was coming. 
On. the day of the Armistice, back in 1918, I was hav- 
ing my hair cut. (I have had it cut since) a negro 
barber was cutting my hair. They were blowing whistles 
and cheering and throwing confetti out of the windows. 
I said to this negro: ‘Bishop, it’s a fine thing that this 
terrible war is over, isn’t it?’ 

“He said, ‘Yes, sah, Mr. Rand, it is. But do you 
know, I knowed dis wah was going to come to an end. 
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| knowed it all de time. De only thing was 
ah didn’t know just zactly when.’ 

“Now, I had this market situation figured 
out all right but I couldn’t exactly place the 
date, and the thing didn’t work right. 


No Liquidation Needed 


“There is a radical contrast between the 
present situation and 1920 and ’21. Of 
course you know there were some changes in 
merchandise values at that time, but that 
was solely a commodity upset. In our in- 
dustry you know we were doing business on 
calfskins at a dollar a pound, on hides at 
60 cents a pound. Today calfskins are 22 
or 23 cents and hides and skins are 13 to 
14 cents. On Nov. 1, when we were right in this hurri- 
cane that was happening in the provincial city of New 
York, I made some comparison of hide prices with 
1913, the year before the war, and I learned something 
by looking back over this data. Comparing those two 
dates of 1913 against 1929, the hide market was 12.41 
per cent cheaper in ’29 than it was in 1913. So we are 
on a basis of deflation from the top of 78 per cent 
to 80 per cent. We come together, representing a great 
industry, without running that risk that we ran in 1920 
and that we knew was inevitable, that the break had to 
come and that deflation had to take place. 

“This trouble is limited solely to security values. They 
were high and a readjustment had to take place. The 
only way it can affect our industry is for the country as 
a whole to lose its courage and to be filled with fear 
and stop work and create unemployment. Then you 
break down the buying power of our 
country. But if we can approach our 
problems with the determination that we 
will meet obstacles with sacrifice and in- 
creased energy and determination, we 
need not yield to the present situation, 
which I don’t think is bad at ail. 

“We are on the basis of sound values 
in the distribution of the commodities in 
which we are spending our lives. And 
so I think that we can go along. I am 
not whistling just to keep up my cour- 
age; I sincerely believe that, and in our 
company we are making plans along that 
line. I think that I can give a word of 
encouragement here. We have been in 
business some thirty-two years, in which there have been 
five or six disastrous years for the country as a whole, 
and, with the exception of 1914, those hard years, one 
after another, were the best years in our company’s life 
up to that time. 

“Of course I didn’t come over here to recommend the 
International Shoe Company but we can’t talk without 
a background of the business in which we have spent 
our lives and I am trying to make a definite point 
there—that we can forget about outside conditions. We 
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“If we meet obstacles with sacrifice 
and increased energy and determi- 
nation, we necd not yield to the 
present situation’ —Frank C. Rand. 











are like the fellow in the trenches reading something. A 
man came by and said to him, ‘Bill, what’s that yotl’re 
reading—history ?” 

“*Hell, no,’ he replied. 
do I want to read it for? 
side conditions. 

“I was tremendously struck with Dr. Klein’s talk this 
morning. He was talking about the fundamentals of 
business, sticking to sound business principles. It’s a 
hobby of mine. Do you know, if you are trying to stand 
true and stick to sound business principles, that there are 
influences on the outside and on the inside that are pull- 
ing you and tugging at you to try to get you away from 
them? And trying to get you to resort to expediencies 
of the moment without the consciousness that the ex- 
pediency will probably be a boomerang to come back and 
embarrass you within the near future? 

“I wonder if you have ever thought of 
this: That if you’d put ten intelligent 
men down at a table and give them a 
pencil and paper and ask them to write 


‘I’m making history; what 
So we can forget about out- 


down the attributes of success, they'd all 
write down about the same thing—energy, 
All of us would 


write about the same thing. 


integrity, courtesy. 


Why Some Succeed 


“Now, if they are so well known and 
if they are so easy to write down, why 
do not all of us succeed? There may be 
many answers but I believe the sound 
answer is that having written them down, 
we haven’t the courage and the determina- 
tion to stick to them. Now, to get back to our own 
For thirty years we have been selling shoes 
I think I can make a remarkable state- 


experience. 
on given terms. 
ment—that never in one single, solitary instance have 
we broken our terms for a single second. We have 
seen them go out of the door when we wanted the 
order mighty bad, and they didn’t pay us on the terms, 
but, by George, they bought ’em on those terms if they 
bought ’em at all. 

[TURN TO PAGE 48, PLEASE] 
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Getting More Shoes Sold Right 





E. O. Ray 





The Tingle of Spring 


“In the merry months of Spring, 
Streams awake and robins sing; 
Grass grows green, and sap begins 
To tickle trees about the shins.” 

SAMUEL HOFFENSTEIN. 


HAT last line would be worth a million dollars 
if it were put in every store window, every office 
and every advertisement in January. Nothing else 
really matters—spring’s ahead! The cycle of the 
season is more important than Babson or Ayres; the 
tickle of shins more important than the ticker of 
tape. The shoe becomes, therefore, the very emblem 
of spring. Fashion knows no influence other than 
desire and delight—it lives in spite of moody men 
and money madness—it’s the outward emblem of a 
constant spring—for every new dress or shoe tingles. 
Fashion can thrive only on a well-organized social 
system. No nation on the face of the globe has 
reached a higher state of fashion development for 
all of its people than America. To satisfy the desire 
for distinction in fashion, there is an inherent taste 
for pretty shoes. 
Fashion impulse has not been affected by the 
economic situation. 











Have You Comparatosis ? 


HE transom was open. This dialog floated into 
the quiet store with startling clarity. “Trade 
in there! I should say not!” exclaimed the first 
matron. “I feel the same way, too. I never go in 
there any more!” seconded the other. 

He was a reputable merchant, who had been re- 
tailing shoes for years at the same stand. “Quality” 
and “Service” had always been his watchwords. 
Certainly his merchandise was right. Yet his best 
customers were deserting him. He was a willing 
worker on all civic matters—a man of wide acquaint- 
ance, one who called the leading men of his city by 
their first names. 

Yet, his business did not flourish as it should have 
with all these seeming advantages. This was a con- 
stant source of worriment. He had tried various 
sure-fire bromides such as “special discount sales,” 
“month end sales,” “anniversary sales,’ “%4 off 
sales,” “January sales,” “February sales,” (and so 
on for each month) “pre-inventory sales,” “‘post- 
inventory sales,” “special purchase sales,” etc., but 
the business did not come as it should. 

“Look at that ad,” he would say to his manager. 
“Here it is 10 o’clock and we have had only three 
customers in the store. There is certainly nothing 
the matter with it. The copy is clever, the sketches 
are attractive, and people can’t help seeing an ad 
that size. Why do people avoid us?” 


You, yourself, seldom realize when you have 
“Comparatosis” (unbelievable comparatives.) 
That’s the insidious thing about it. And even your 
customers, and nearest competitors won’t tell you. 


Sometimes, of course, it comes from a deep seated 
conviction that it is the only thing the public is in- 
terested in. But usually—and fortunately—it is the 
result of a temporary delusion, aided and abetted by 
the fact that, “the others do it.” 


For Comparatosis—gargle with Common Sense. 


What ts the Answer 2 


HEN a merchant writes like this, we give him 
the editorial page: 

“We're too mentally and physically lazy to do the 
thing that will help us. We’re forever going to 
‘start tomorrow’ on that up-to-date selling method. 

“Chances are . . . our stock isn’t kept as neatly 

. nor sizes filled as promptly . . . nor kept to 
such a smooth working minimum. No. . . it’s too 
much work to keep all that detail matter up to the 
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minute. We hate to start a system that we know 
is going to require patience and time. 

“The shoe business doesn’t need any new selling 
methods. It needs to use the ones that it already 
has. If the average dealer chose . . . he could get 
enough ideas together in a week . . . that if prac- 
ticed . . . would put him on easy street. We need 
to use the tools we have at hand. 


“If there wasn’t a new selling idea born in the 
next five years . . . there would still be enough, if 
used, to make every store one hundred per cent 





“It is absolutely necessary for shoe stores today to 
carry accessories. We have featured hosiery for 
the past fifteen years and have worked up a very 
nice business in it. This, to my mind, is the out- 
standing sideline for every shoe store. Next in line 
are purses. We have carried quite a line for the 
past four years and have done very well. We have 
tried a few other articles such as bridge sets, novelty 
brushes, etc., but they did not go over very well. 
There is no doubt but that shoe stores must find 
some other revenue to help pay their expenses be- 
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more successful. 


“The chain store doesn’t beat you with price. 
Nor its buying power, for precious little more than 


sides shoes.” 


five per cent separates their price and yours, and it 
costs them more to operate. They’ll tell you that. rr. this time each year there comes a lull 


“It’s their selling power that makes the difference. 
Predetermined and preconceived selling ideas . 
rigidly followed. Carefully worked out stock records 

. systematic filling in of stock . 


sales records that give at 
a glance . . . the move- 
ment of every shoe in the 
stock. 

“No more complicated 
than that. Not one bit. 


Then balance against that— 


the immense number of 
friends the average shoe 
merchant in the average 
town has . . . and figure 
it out yourself.” 


te. Al te. 


To Sell More 


ORE selling needed. 

If shoes alone won't 
turn a real profit, try 
friendly accessories. Frank 
P. Meyer of Danville, IIl., 
has some very decided no- 
tions on what the inde- 
pendent shoe merchant 
must do to be in a profit- 
able merchandising _busi- 
ness in 1930. He says: 





Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, Jan. 11, 1930 41 


. accurate 








—Good News— 


“Recently I read in the Boot and 
Shoe Recorder an article by John 
Slater of New York on ‘The Race for 
Business.” It impressed me but let 
me give, not the Fifth Avenue view- 
point, but one from a small town 
(20,000 inhabitants) where there is 
still a demand for all types of shoes 
found in the old family shoe store. 
Lines are being drawn here about as 
fine as in large centers. 

“The store that plays the fast 
‘chicken’ game doesn’t attract the 
customer wanting fit and service; the 
store playing conservative and mod- 
ified ‘fast? game must stick to pat- 
terns having some fitting merit while 
the ultra-conservative store plays for 
fit and quality. 

“There is a place for each—but 
stores in 1930 must stick to the 
policy of the field they determine to 
play.” 

OTTO SCHULTZ, 
Schultz’s Shoe Store, 
Jefferson City, Mo. 


It isn’t the length of a business that 
measures its profit—it’s the width and 
depth—and a new year gives oppor- 
tunity for every merchant to pick a good 
line and policy and stick to it. 


Sut Oo Tib 


President. 
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Sell ’em Sunshine 


in the anticipation of next season. Winter dis- 
plays no longer hold the eye of the woman. Her 
buying power is in no way stimulated by merchan- 
dise that has been on display for weeks and months. 


Merchants seldom real- 
ize the importance of play- 
ing up the advance season 
in advance. Selling sun- 
shine is one of the least 
expensive and most satis- 
factorily remunerative 
methods of getting the 
extra sales. A good win- 
dow with a Southern im- 
pulse helps sell future 
shoes at an earlier date. 

Color can be expressed 
against a background with 
some suggestions of leis- 
ure or luxury. Beach foot- 
wear is inexpensive and 
effective for window dis- 
play. 

Medical research finds 
that sunshine and electric- 
ity are rejuvenators as well 
as health givers, and the 
joy of health and physical 
fitness is precious to every- 


one. 









OME with me into the Gold Room of the Hotel 
Jefferson—there to watch the feet of 50 young 
ladies *present a runway revue of footwear fash- 

ions. On the stage is a scenic reproduction of the famous 
Bath and Tennis Club at Palm Beach, the acme of fash- 
ion and smartness, forming a perfect background for the 
introduction of a revue of high style shoes. 

The manikins stroll through the colonnades on the 
stage and then down a flight of steps leading onto the 
runway which stretches the entire length of this big ball 
room, converted for the time being into an auditorium 
for the showing of next spring’s footwear. A modern 
touch is seen in the broadcasting microphone carried by 
a page preceding each model. 

The dulcet strains of music set a rhythm to which the 
models float, rather than walk, down the runway and 
also set a tempo of enthusiasm among the audience, look- 
ing with approval at this, the climax of the nineteenth 
annual convention of the National Shoe Retailers Asso- 
ciation, unanimously voted as surpassing all others. 


There were 38 more like this at St. Louis 


For the Easter Parade 


Authentic and Salable Styles Shown on the 



























Runway at St. Louis 


By MapaME HAMILTON JEFFRIES 
Fashion Editor of The Boot and Shoe Recorder 


S ports—Street—Evening 


Each presentation of the style show is divided into 
three periods, one showing sports and afternoon shoes ; 
the second, street shoes, and the third, evening footwear. 
Between the periods, Julius Tannen and his corps of 
entertainers add zip, spice and flavor to the presentation. 
Tannen, as Master of Ceremonies, throws himself heart 
and soul into his work and becomes a real shoe man. 

Shoes shown on the runway are culled from approxi- 
mately 35,000 sample pairs shown for the first time in 
St. Louis this week. The runway shoes are typically 
representative of the new spring lines set before the shoe 
merchants of the United States that they may intelli- 
gently select footwear that the smartly dressed women 
of the country will wear in the Easter parades and in 
the days, weeks and possibly months following. 


New Tones of Green 


Let’s look over the runway shoes. 
New tones of green to complement the shades of beige 
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street costumes, 


bined. 


calf strikes a new note. 


tonal shade from the millinery. 





and green that appear in the new spring dresses and suits 
flash into our eye. 

With the vogue for brown summer tweeds in short 
coated suits with tuck-in blouses, footwear assumes the 
brown blends, or goes into combinations of brown and 
beige. One gets the impression that this combination of 
beige and brown will meet with smart consumer accept- 
ance for both town and country wear. 

Summer tweed, a rough linen introduced recently, is 
repeated in shoes for southern wear. 


White and Tan for Women 


The white buck shoe, trimmed with tan kid or calf in 
brogue pattern, and worn with a dark colored stocking 
strikes a new and fashion- 
able note that makes its 
début at the style show. 
Watch for it at the smart 
winter resorts. 

For the busy woman 
whose day time dress must 
serve many occasions we 
see the lighter tones of 
beige with brown trim- 
mings carrying the stamp 
of style authenticity. 


Dark Brown for Sports 


With sports wear, which 
includes the printed silk 
ensemble or the plain silk 
coat suit, we see the dark 
brown shoe, either a pump 
or one-strap model, receiv- 
ing consideration. In most 


i 
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| Watch for new tones of green, Madame Jeffries says. 


Brown footwear for summer wear with brown tweed sports or 
Also shoes in which brown and beige are com- 


For sports wear the shoe of white buck trimmed with tan kid or 
White may also be trimmed with blue, 
green, red and yellow in the fabric shoes. 
the shoe either matches the pastel shade of the glove or adopts some 


The kiddies also modelled shoes 

























Shoe of | 
this color go well with beige frocks and with green of the same shade. 





The color trimming on 


ee 


cases, this shoe is a contrast with the dress, and here the 
hat and bag adopt the same color tone as the shoe. 

Judging from the runway, beige browns are still ac- 
cepted as being smart. In fact, beige browns predomi- 
nate more than they did at the first showing as a fall 
style note several months ago. 

For those who do not participate in the active sports 
of tennis and golf, but merely assume the réle of “among 
those present,” green and yellow combinations in foot- 
wear, accented with white, form an ultra style highlight. 


For the Beige Frock 


The green pump in a lighter shade than was used in 
the fall, in striped, collared, perforated stylings is shown 
with the beige frock, cer- 
tain shades of yellow, and 
as an accent for white. 

Blue and white combina- 
tion shoes—that is, white 
buck with blue kid trim- 
K mings in the darker shades 
—is touted as fashionably 
correct at the smart water- 
ing places. 


For Club Wear 


For club and_ general 
winter resort wear, linen 
fabrics, either natural or 
white, trimmed with blends 
of sharp or pastel shades of 
red, green, blue and yellow 
are shown as high style 


footwear notes. 
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Shoe Sizes Looming Big 


N.S.R. A. Delegates Given Striking Examples of Safety, 


Caution and Danger Zones 


HREE unique and striking exhibits at the N. S. 

} R. A. Convention at St. Louis were devoted to the 

problem of sizes. Perhaps the most outstanding 
display was the “biggest size chart ever made.” This 
display measured 17 by 25 feet, being an exact repro- 
duction of a regular size sheet, with an actual pair of 
men’s shoes in each space. In all there were 129 pairs of 
shoes on the chart, reflecting the actual different sizes 
sold in a composite size experience of nearly 100,000 
pairs. 

In addition to showing how great was the number of 
sizes in a “pair to a size,” the display was divided into 
three areas, safety, caution and danger zones, in white, 
green and red colors respectively. One of the placards 
in connection with the display bore the following text: 
“After all, the biggest thing a shoe store has to sell is a 
Size and a Fit.” 

In connection with this display an eight page booklet 
was issued, in which was a diagram showing the exact 
number of pairs sold on each size. Some of the statistics 
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taken from the display tell, in new terms, the old lesson 
of center sizes. Sales in the 21 safety sizes were 65 per 
cent of the total, the 26 caution sizes, 30 per cent, and the 
82 danger sizes, 5 per cent. The three largest selling sizes 
in this experience were 814B and 8 and 84C, each of 
these sizes selling about 4 per cent of the total. How- 
ever, each one of those sizes alone showed nearly as much 
sales as the entire danger zone of 82 sizes. There were 
9 widths in all, from AAAA to EE and 21 sizes from 5 
to 15. To still further show the great extremes in fit- 
ting, a shoe of size 5B was shown with another shoe 
ISAAAA. Never in the history of conventions has the 
industry in all its branches had so powerful a lesson in 
sizes. Two other displays on the matter of sizes were 
equally striking, although not as large. In these displays 
the sale of sizes from nearly a half million pairs of men’s 
and women’s shoes were shown in separate “Cubic” 
form. The base size sheet in each display measured 
about 3 by 6 feet, and on each size space a two-inch 
column rose to the height of the sales of that particular 
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size. One observer remarked, “Why, it looks just like 
the new United Shoe Machinery budding in Boston.” 

Each of the columns was numbered with the exact 
pairs sold, there being 109 different sizes in the men’s 
display and 139 in the women’s. As with the big men’s 
display, the three zones—safety, caution and danger- - 
were depicted by white, green and red. The summary 
of this display again tells the story of the central zones 
being the largest and the safest. In the men’s display, 
the 19 safety sizes sold 61.2 per cent of the total, the 24 
caution sizes, 32.5 per cent, and the 66 danger sizes, 6.3 
per cent. In the women’s display, the 23 safety sizes 
sold 67.5 per cent of the total, the 23 caution sizes, 27.2 
per cent, and the 93 danger sizes, 5.3 per cent of the 
total. 

These displays were constructed by Ernest A. Bur- 
rill, Educational Adviser of the N. S. R. A., and months 
of detailed analysis preceded the actual building of 
the displays. 

In connection with the exhibit, Mr. Burrill had avail- 
able for the convention large size sheets for making 
this sort of a stock study, thus enabling many merchants 
to take home a practical application of these displays 
to their own stores. These forms are a part of the 


Burrill Simple Shoe Store Record which is 
being used by many retailers. 

Another educational exhibit of the statis- 
tical type was a series of summaries and 
budgets which had been drawn off from a 
merchant’s store records in which the simple 
systems of profit analysis and pair counting 
had been installed early in 1928. 

Still another was the financial history of 
ten high style shoes, in which the actual sales 
history of the shoes was followed to a con- 
clusion after the final pair was sold. The 
important thing which this exhibit reflected 
was that while the entire lot of shoes had 
they sold for full price would have brought 
41 per cent gross profit, they actually yielded 
only 31 per cent when the final pairs were 
sold. 

Throughout the convention these exhibits 
were closely studied, showing that the en- 
tire industry, manufacturers, retailers and 
salesmen are more and more realizing their 
responsibility to the public and to themselves 
to “know” instead of “guess.” 





The Store’s Steering Wheel 


Know Your Figures, Says E. A. Burrill, N.S. R.A. 


Educational Advisor 


ERCHANDISING and salesmanship are both 

broad terms. They are inseparable. Each depends 
upon the other. Merchandising is any process which 
creates a profit or prevents a loss. When one uses the 
term “The fifth wheel of a coach,” it usually indicates 
uselessness instead of usefulness. But a very important 
wheel of the modern vehicle is the steering wheel, and 
that is exactly what merchandising is, it is the steering 
wheel of a retail business. The important points of 
merchandising which I would stress are as follows: 

1. Every merchant must know his business in figures 
more definitely. Your job is to sell, to produce orders. 
Also, your job is to “resell,” and this requires that you 
observe the fundamentals of good credit, without under- 
taking to be a credit man. Through its educational de- 
partment the N. S. R. A. is equipped to assist retailers 
in a better understanding of their figures. 

2. Budget planning applies to the small retail store as 
much as to government expenditures. Not only are there 
budgets of restriction, but budgets of attainment. 

3. The importance of size control has been overlooked. 
The big convention exhibits on sizes have a lesson for 
retailers, salesmen and manufacturers. Turnover of sizes 
is just as important as leather turnover, grade turnover, 
or any other division. 
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4. “How” to sell vs. “What” to sell. The shoe indus- 
try must not devote all its stress on style and types of 
merchandise. No matter how useful the article or how 
well it is presented, there is always a better way to tell 
about it. Often times the place and time for its use is 
of as great interest as the nature of its construction or 
the price. 

5. Get the big look. Retail volume in 1929 was ap- 
proximately 42 billions of dollars. The shoe volume was 
one and one-half billions of dollars, or about 3% per cent. 
Can we of the shoe industry visualize 4 per cent? That 
YZ per cent would mean $200,000,000 new business. In 
the average family income it means the difference be- 
tween $80 a year and $90 a year. The shoe industry can 
win this increase by proving value instead of eternally 
pursuing price. Merchandising salesmanship can budget 
stocks down and sales up, resulting in improved turn- 
over, better earning power and more commissions. Busi- 
ness for 1930 will not be poured out of a funnel into the 
laps of the undeserving. It will be squeezed out of a 
tough tube—a sale at a time. 

The N. S. R. A. Educational department pledges to 
you men—the ambassadors of the shoe industry—its co- 
operation to you in your mission as merchandising sales- 
men. 
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The banker turns merchant and in this ad- 


dress before the N. S. R. A. convention at St. 5 Oobr 
Louis, John G. Lonsdale tells of the new era in a och 
industry. The breadth of his experience and . “ 
attainments is accurately reflected in his titles, os 
for he is president of the American Bankers As- @ sth: 
sociation, president of the Mercantile-Com- iy 
merce Bank and Trust Company of St. Louis, i 

and a member of the National Committee of 20 aa 


chosen by President Hoover to aid in the gov- 7" 









JOHN G. LONSDALE 


goods, the present day problem is not production, but 

distribution. Having installed machinery of almost 
human intelligence, and cut down the cost of manufac- 
ture by other methods of sound economy, the problem 
now is scientific marketing and the discovery of new out- 
lets for our goods. 

Mass production has been carried forward generally 
at a smaller margin of profits, and there must be more 
intensive selling to maintain levels already attained. You 
shoe men know, and the public ought to know it, too, that 
today you are placing on the market much better shoes 
at much lower prices than was done a few years ago. 


I N the shoe field, as in all other lines of manufactured 


Reduce Guesswork 


The shoe industry has grown and prospered because 
it has adhered constantly to sound business principles: 
its leaders have been men of knowledge and wisdom. 
They have become students of economic trends; they 
have established research departments, and conducted 
experiments ; consequently, as far as possible, the ele- 


ernment’s business stabilization program. 


ment of guesswork has been eliminated from their busi- 
ness. They have learned that the battle of business is 
no longer fought solely with merchandise, but with the 
organization and the selling idea behind the merchandise. 
They, too, have learned the value of the printed word, 
and know that if you don’t advertise you fossilize. 

I am happy to say that the shoe industry, along with 
banking and many other of our essential industries, has 
entered the New Year in sound condition. There are no 
inflated values in today’s shoe prices; there are no bur- 
densome left-over stocks of shoes and leather ; and both 
manufacturing. and distribution are proceeding along 
sane, cautious lines. 


Money Plentiful 


Our banking structure stood the test of the recent 
unprecedented credit situation and emerged strong and 
firm, ready to finance the activities of shoe manufactur- 
ers, shoe retailers, and all other prudent demands of 
industry and trade. 

What prudent industry and trade will require is largely 
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a question which you men must answer in your own good 
way. In order that fundamental conditions may remain 
sound, bankers are expected to scrutinize with great care 
all enterprises laid before them for financing ; but legiti- 
mate developments and expansions, well-planned and 
sound, need have no worry. There is ample credit to 
meet all worthy demands, and money rates are lower; 
but do not anticipate excessively cheap money. When 
credit is too easy, there is always a tendency toward en- 
couragement of its unwise use. Easy credit, when wisely 
used, is not a hindrance, but a constructive force. Yet, 
easy credit does not offer a solution to all difficulties. 
Common sense and good management are as essential 
as ever to the conduct of modern business, and I might 
add that maintaining a poise and a balance in business 
will help materially to maintain a balance in the bank. 


Basic Conditions Sound 


Following the first flush of excitement caused by the 
recent credit situation, students of economy were quick 
to realize that basic conditions were untouched ; that the 
break in prices was of security values and not in mer- 
chandise or commodities; that there was no actual de- 
struction of property or intrinsic worth; it was merely 
a revision of quotations. Bearing out these views, the 
Christmas trade has been much better in most sections 
than anticipated, and retail distributors are looking for- 
ward in the New Year with increasing confidence. 

Some are inclined to attach a great deal of significance 
to the lessened buying of luxuries. 
individuals realize how small a percentage of our people 
are really in a financial position to mean much to the 
luxury market? Statisticians tell us that out of the 
120,000,000 people now in the United States, only 345,- 
897 had incomes of $10,000 or more in the year 1928. 
Obviously this group includes most of those who buy 
luxuries on an extensive scale, and its size is so small 
that it is of minor importance as compared with the 
volume of business created by those who have less to 
spend and save. 


What Hoover Is Doing 


It is general business conditions, and not specific divi- 
sions of it, that we need to observe to get our bearings. 
And, gentlemen, as long as general business continues 

reasonably active, and goods move into con- 

sumption so that bank credit is liquidated 

in its normal cycles, there is nothing to fear 
from these directions. 

To the end that general business remain 

active, President Hoover has called upon the 

leaders of virtually every ele- 

ment entering into production 

and distribution to pledge their 

resources and 

resourcefulness to 

maintain the momen- 

tum of industry. He 
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I wonder if those 


has inspired the nation with new confidence, and im- 
pressed the public with the necessity of getting to work, 
for there is no success formula, whether it be in business 
or anything else, which does not contain work as its 
most important ingredient. For this there is no sub- 
stitute. 

Another thing which the President has accomplished 
is the bringing together of business and government into 
a new partnership. Business and government heretofore 
have been looked upon as hereditary foes, and they have 
worked as a team only in war time. 


“Divided We Fall” 


In this new teamwork, the shoe retailers, manufac- 
turers, captains of all sorts of industry, and bankers, 
will work hand in hand for business stabilization and 
After all, each is dependent upon the 
early America: 


advancement. 
other, exemplifying the slogan of 
“United we stand, divided we fall.” Let us all, battling 
for sane progress, lend ourselves to the demands of the 
hour, and go out, not necessarily to create new records, 
but to keep business moving on a substantial, steady, and 
even keel. 


N.S. R. A. Elects New Directors 


St. Louis, Mo.—The election of the National Shoe 
Retailers Association resulted in the choice of the fol- 
lowing to succeed the nine members of the board whose 
terms expire this year: 

Joseph P. Kohls, Yakima, Wash. 

Elwyn Pond, Flint, Mich. 

B. W. Shaub, Lancaster, Pa. 

George J. Bunn, Salem, Ohio. 

Paul O. Kuehn, South Bend, Ind. 

Harold F. Volk, Dallas, Tex. 

M. A. Condon, Charleston, S. C. 

Arthur E. Ebbs, St. Louis, Mo. 

J. C. Fedler, Jr., Louisville, Ky. 

Charles E. Willis of St. Louis was appointed a di- 
rector to succeed Al Gude of Los Angeles, who resigned. 
The entire Board of Directors consists of twenty-seven 
members, of whom one-third are elected each year. 

The convention city for 1931 was referred to a com- 
mittee, which will investigate the claims of varivus cities 
and report to the directors. Among the 
cities making a strong bid for next year’s 
convention are Atlantic City, Boston, Chi- 
cago, Detroit and St. Merchants 
were urged by President Geuting to “in- 
crease your mark-up. Adding 10 cents profit 
to each pair of shoes sold at 
retail in the United States will a Bd 
give the industry an additional 
$35,000,000. You 
are getting a smaller 
mark-up than is had 
on neckwear.” 


Louis. 









Br ae Se ot ae eae rimeeneiaaninets ac ern crt nor 


sea 


ae 


— orn 


IES IR 8, aig Sega SAT eA a Wnt 


“The shoe industry, manufacturing and retailing, is 
not in a healthy condition. Now, don’t be alarmed by 
“that statement. Never since I’ve been in business has 
it been in a healthy condition. In my first contact with 
the shoe business I learned we could make 50 per cent 
more shoes in the United States than we could con- 
sume. We have too many manufacturers; we have 
too many retailers. We always will have them. We 
have too many of inefficients in life, but we can’t go 
out here with a Dr. Osler theory and kill them off. 
We’ve got to look, as I am looking today, into faces 
of that successful part of our great industry, and we 
must always ldok to them for leadership and not take 
cognizance of those that are lagging behind and have 
lagged behind and will lag behind forever. 


A Crowded Industry 


“We need not be discouraged because there are too 
many people in the business. It is a hard game, but 
that’s a blessing; if it was any easier, it would be so 
crowded that none of us could make a living. With- 
out having gone very far in mathematics, it is not a 
difficult thing to check up the successful shoe manu- 
facturers in the United States; but I will say to you 
that none of them are 
successful who are not 
operating on sound 
business principles. 

There may be fly-by- 
nights who get by for 
a year or two, but there 
is but one rule of per- | 


N.S. R.A. Meeting Goes Over Big 


[CONTINUED FROM PAGE 39] 





COMING EVENTS | 


run the risk of seeming arbitrary and mean when you 
say, “No. I can’t do it,’ but is there any other fair 
thing to do? Misunderstandings are terrible. I’d rather 
have them beforehand than afterward. Afterward it 
is too late. 

“Isn’t the relation between you and the manufac- 
turer and you and the customer identically the same? 
It is solely a question of degree. I think I’d rather 
understate a proposition to my customer in a retail store 
or in a wholesale store than overstate it. I don’t be- 
lieve you ever lose anything. 

“We have a simple rule in our organization that in 
making substitutions we will substitute up and not sub- 
stitute down. What do you suppose that simple state- 
ment would mean per month? A case of shoes comes 
along that calls for a nine iron outsole. We haven't 
any. If we haven’t them this morning, we won’t have 
them this afternoon. We are out of a given sole. We 
put a ten iron on it, not an eight and a half. Check- 
ing up we find it costs us over $50,000 a month— 
nearly $750,000 a year—to carry out that simple rule. 


Where Loss Is Profit 


“In the next breath I’d say that it doesn’t cost us 
a dime, because it goes 
out in good will that 
comes back multiplied 
—that we give to the 
man more than we sold 
him rather than less. 

I think if we saved that 

} $50,000 a month, it 

wouldn’t be long until 







manent success in your i al 
business and mine, and j Jan. eaten Show—Hotel Statler, Boston, {i | we wouldn’t have any 
that is sticking to i 20-22—Middle Atlantic Shoe Retailers Assn. tk f business and wouldn't 
sound business princi- f —Hotel Adelphia, Philadelphia, Pa. By have any substitutions. 
les, and it tak . i 27-29—Northwestern Shoe Retailers Assn— jhe “Te j , " 
P d " oe f Hotel Nicollet, Minneapolis, Minn. f. ; It hedetine: d pleas 
ae eS. : F 28—National Boot & Shoe Manufacturers be 2 ing thing to me, in our 
“At the risk of f —Hotel Commodore, New York City te industry, that we have 
seeming to be arbitrary, { Feb, 10-12—Texas-Oklahoma Shoe Retailers Assn. [iP not gone to sleep. This 
I think tha f i Houston, Tex. im: © 3 P : 
ink that a manutac- j 17-19—Indiana Shoe Buyers & Shoe Travel- Me 2 convention is evidence 
turer ought to have i ers—Hotel Claypool, Indianapolis, [ie ® of that. We come here 
the courage to tell hi in 4 i ideas 
° : { 24-28—Ohio Valley Retail Shoe Dealers—Ho- and interchange ideas 
customer what he can i 7 tel Deshler-Wallick, Columbus, Ohio and we go back to our 
do and what he can’t > March 34~Sestiontem Shoe Retailers Assn., At- several homes, and do 
do. The worst servic i ame i 
Ss Sune 9-11—California Shoe Retailers Assn—Hotel you realize that you are 
that I can give to a man , Del Coronado, San Diego, Cal. carrying home to your 


who comes into our 3 


16-18—Pacific Northwest Shoe Retailers Assn. 
1 —Seattle, Wash. 









neighbor good ideas, 


and that he takes you 











office is to make some $ ‘ : 
: ° £ July 7-9—Boston Shoe & Leather Fair—Boston, HH : : ’ 

indefinite statement Mass. Hf ; as a guide in the thing 
that will lead that man ake pate Pte pemenr messes Bee that you do? Indirect- 
to believe that I can rt Or Aare net eee ly, you affect him, and 


do something that I 
know I can’t do. 
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you tend to elevate the 
standard of business.” 
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Striking day 


Your Cash Register 
shows the results “28:70. 


Tube and Raised glass 
letters 


O increase sales at once and perma- 

nently, use that greatest attractor of 
the street throng’s attention—an electric 
sign. If that sign be a Flexlume, it will 
compel the widest public notice of who 
and where you are and what you sell, 
both day and night. 


Flexlume’s experience and facilities are to your 
advantage. Operating the largest plant in the 
world devoted exclusively to electrical advertis- 
ing, Flexlume can give you more in striking de- 
sign and lasting construction. Nation-wide 
organization and million dollar financial responsi- 
bility assures maximum of service and dependa- 
bility. 


Allow our trained representative in your city 
to talk over your electric sign needs; also to 
submit, without obligation, color sketch of an 
attractive display for your establishment. 
FLEXLUME CorpPoraTION, 3040 Military Road, 







Buffalo, N. Y. 
Sales and Service Factories at 
Offices in Chief Buffalo, N. Y., and 
Cities of U. S. and Toronto, Can. 
Canada 
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NEON TUBE...RAISED GLASS LETTER...EXPOSED LAMP...COMBINATIONS OF SAME 
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ANTHONY H. GEUTING 


N YE are gathered here to share the knowl- 

edge we have of shoes and selling, and 

every shoe retailer will take careful note 

of everything that will be of advantage to him, so 

that when he goes home he will have something 

to ponder, something that will make him a little 
better as a merchant than he was before. 

There is nothing wrong, in a general way, with 
American business. There are spots in our indus- 
trial life that require correction. The stock market 
was generally conceded by all sound business men 
to be over-sold and over-capitalized. But this is 
only one feature of our business. It has nothing 
to do with the production and distribution of the 
requirements of the public in our great country. 
Stocks are merely an index of a valuation placed 
upon business. The valuation recently quoted was 
not to be realized at the present time, and therefore 
had to be marked down, thus creating a dis- 
turbance. 

Now the danger is that we may become pessi- 
mistic, fearful, conservative and may refuse to go 
about our business in a normal, natural way. As 
President Hoover said: “It is a fear that feeds 
upon itself.” Should we not heed his advice, it 
would result in unemployment, and as soon as we 
encourage unemployment we decrease the pur- 
chasing power of our American people, which, in 
turn, means reduction in manufacturing, and more 
unemployment. 

I have been in touch with some of the best re- 
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TAKE TIME 


So Says the Leader of the Country's 


Shoe Merchants at the 


St. Louis Convention 


By ANTHONY H. GEUTING 


President, National Shoe Retailers Association 


tailers of the country, both in the shoe business 
and in other lines of business, and here we have 
both the hesitant and the courageous. 

The A. H. Geuting Co., of which I am president, 
has made no change in its policy. We are buying 
shoes according to our budget without delay, and I 
know other shoe dealers are doing likewise. If we 
want the desired materials and styles to give us that 
distinction in merchandise that makes us success- 
ful, we cannot delay. We must take time by the 
forelock. ; 

Those retailers who step forward along these 
lines will have nothing to regret. I have been 
a buyer or owner of a shoe store for a great many 
years, and I have passed through these financial 
panics before. As a buyer, when I was young, 
I was cautioned to “go slow; don’t buy.” When 
I was young I heeded this advice and found that I 
always came out at the small end of the horn. 
When I became a little more experienced I took 
my own judgment and have never missed in doing 
so. One of America’s greatest men has said: 
“Never sell the United States short.” 


ROUBLES in our industry could be greatly 
diminished, many would be overcome, if the 
bright minds in the manufacturing, tanning and 
retailing ends of our business would take a greater 
interest in the general welfare, of our entire indus- 
try and organize on a practical basis to create a 
united front, taking an interest in educating every 
branch in our business to the highest efficiency, and 
thus distributing to the American public and to the 
world the best shoes on earth at the lowest possible 
cost, but on a profitable basis for every branch of 
the industry. 
Until we learn to do our business on a bankable 
basis we must expect failures, and failures are too 
costly for our industry to encourage. 
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**] therefore urge all the shoe retailers in this 
country to proceed with their business in a nor- 


mal way, placing orders as usual. 
Don’t postpone. 
secured by such a waiting policy.”’ 


Association is the channel through which you 
have got to work. It is from a combination of 
minds such as are represented here today that we 
get the knowledge, the experience necessary for a 
prosprous business man. Let me call your atten- 
tion to the fact that we are distributing $1,500,000,- 
000 worth of shoes with an average stock turnover 
of approximately 134 times, accompanied by an 
average net profit that is less than 2 per cent; and 
this is better than it was some time ago. But it 
is a statement that a banker would despise. It 
would be a stench in his nostrils. 
inclined to tear it up and throw it in the waste- 
basket, and he would resolutely refuse any credit 
on the strength of it. 


He would be 


S there any reason why the shoe retailers of this 

country permit their business to be conducted 
on this basis? Every retailer is entitled to a salary 
because he can secure it in any industry. You are 
entitled to a regular rate of interest on your 
money, and you are entitled above all this to show 
a net profit on your business of at least 5 per cent 
to 10 per cent, with approximately a three times 
turnover. 

It can be done. It is being done, and the future 
retailers will do it. The man who can’t, who hesi- 
tates, who alibi’s, will be passed out. 


OU will pardon me, therefore, if I give you a 

few ideas based on my experience which may 
help to make you more prosperous and better shoe 
merchants. We shoe retailers today are facing seri- 
ous problems. In the audience before me probably 
95 per cent of you merchants are wondering what 
you can do to maintain your business on a profitable 
basis. I hold that the greatest reason for the lack 
of success in our business is the fact that we do 
not get a proper mark-up, and the reason we do 






Don’t hesitate. 
For the best results cannot be 


not get a proper mark-up is because we do not 
appraise the services that we must render to be 
successful shoe merchants. 


HAVE proved in the great city of Philadelphia 
where I established a business 22 years ago, when 
the set prices of $3, $4 and $5 were the rule, and 
on which the great appeal was made, that I could 
mark my shoes $3.25, $4.35, $5.45, or any price 
that the Rule of Six produced. Do you know 


what the shoe retailers of Philadelphia said in those - 


days? That I would fail because I priced my 


shoes too low to survive. They thought | was 


cutting prices. Why did they say this? Because 
they couldn’t judge the value from seeing the 
shoes. All of which proves that set prices that 
are not scientific, are, in a general way, the ruin of 
net profits. 

Let the chain stores play the set prices, for 
theirs is not the service store, and your prices 
should in no way try to compete with them. Your 
competition is service, and nothing else, and let 
me say right here that I can put before your eyes 
a dozen pairs of shoes of a certain type, made in 
the various factories of this country, removing all 
their ear-marks, and there isn’t a man in this room 
who can judge them within $1 a pair. I can’t and 
I don’t think you can. 


HEN why try to meet prices? Oh, we are in a 

wonderful business in this regard, or our shoes 

are not like patent medicines, where there is ab- 

solutely no difference, where no service is required, 
and the price is set. 

If it is true that you can’t tell the value of a 


? 


shoe, how much more true is it of a customer: 

Does not Service, after all, establish value ? 
The shoe manufacturers may build wonderful 
[TURN TO PAGE 94, PLEASE] 
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~1930 Looks 


Ou: belief that 1930 is going to be a year | 
of great prosperity for the Dorothy Dodd merchant does not he 

















spring from any blind enthusiasm for the beautiful new creations | p 








in the new spring line. Nor are we carried away by the profit- } ; 
making performance of the amazing Arch Conformer. , 
ck 
| Rather, it is because, in deciding to con- . 
centrate, these progressive merchants have shown a grasp of : 
present day economics. By concentrating on an outstanding 
line of trade-marked shoes, each has come to a sound, fool-proof S 
decision on every main choice of policy that faces him in the ; 
keen warfare for survival now going on. | : 
fu 
What these choices are and the solutions 
these merchants have arrived at follow. After reading them care- | 5 
fully, we believe you will agree with us that, in deciding as they | D 
have, Dorothy Dodd merchants have insured their survival and | 
that they will prosper in 1930, and the years to come. A ts 


DOROTHY DODD SHOE COMPANY 


In-Stock Centers: Boston, Atlanta 
Chicago Sales Office: 209 South State Street New York Sales Office: 908-910-912 Marbridge Building 
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OPTION I 


Shall I concentrate on a strong line or buy a few shoes 
here and there and so risk my profits in close-outs of 
odd lines at season’s end? 


Decision: Concentrate on Dorothy Dodd. 


Reason: It is a strong line. Dorothy Dodd is a com- 
pany with tremendous resources to back me up while 
I am building on a permanent basis. 

Dorothy Dodd is big enough to hire the best mer- 
chandising and advertising brains to guide me through 
a difficult period. 

Dorothy Dodd’s tremendous volume means eco- 
nomical production and I benefit through exceptional 
values. 


OPTION II 
Shall I draw on the In-Stock service of a half dozen 


companies or concentrate on one or two? 
Decision: Concentrate on Dorothy Dodd. 
Reason: I'll get far better service from this close 


association. I’ll be able to keep my stock small and yet 
fully sized, and so turn it more quickly and more often. 


OPTION III 
Shall I try to put my own name over in a line of shoes 
or swim with the tide of a nationally accepted brand? 


Decision: Ally my own name with the respected trade 
name, Dorothy Dodd. 


Reason: I am surer of a sound mark-up. Advertised 
names sell more quickly with lower selling cost and 
faster turnover. 





for the 
DOROTHY DODD 
Merchant 


OPTION IV 


Shall I try to style a line of shoes that I think most 
suitable for my trade or leave to competent stylists the 
things that are the stylists’? 


Decision: Let Dorothy Dodd do my styling. 


Reason: Dorothy Dodd can and does maintain a 
larger, more competent staff of stylists than I could 
ever afford. I can choose styles that have been proven 
out before I buy them. I am confident the Dorothy 
Dodd line will anticipate every style trend and I will 
be free to concentrate on my own business, shoe retailing. 


OPTION V 


Shall I take a long profit on a few sales or a fairer 
profit on many? 


Decision: Feature the nationally advertised prices of 


Dorothy Dodd. 


Reason: Customers are made by getting a legitimate 
mark-up. The big profits in every line of commodities 
such as shoes come from turnover. 


OPTION VI 


Shall I slash prices and quality to meet chain store 
competition? 

DECISION: 
prices. 


Maintain the legitimate Dorothy Dodd 


Reason: I can’t match the chain stores’ resources but 
by allying my own good name with the respected trade 
mark, Dorothy Dodd, I shall trade up and build a 
business on a quality and repeat basis that no competi- 
tion can undermine. 


In a word, I pledge myself to grow with my town and 
country by trading up my merchandise, my advertising, 
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and everything that may affect the future of my business. 





















cont 


MISS 


Here’s a new and rich market for 
merchants with a keen profit- 
scent! 


Any old shoe won’t do for sport. 
For today’s growing girl has been 
educated to shoe style—and now 
she'll have it in her play footwear 
—or know why! 


- 
So we have built this critical miss 
the sport shoe she demands, with 



































trim. Rubber sole. 
heel. 


5971—Triton 





5712—Exeter 
Jersey Elk. Camel Elk 


a wealth of style in new lasts— 
new patterns and new combina- 
tions of leathers. 


Comfort and safety have been 
added in the best of rubber soles. 
And, of course, this latest addition 
to the Green lines is distinguished 
by the typical good fitting quali- 
ss ties of Green Shoes. 
5922—Fairway 
Smoked Elk, Tan Calf 


trim. Rubber sole. Square 
heel. 










Calf 
10/8 





Address Sample Room 
960 Harrison Ave. 536 Statler Office Building 
Boston, Mass. Boston, Mass. 


KREIDER-CREVELING SHOE CO. 
Boston, are distributors of These Shoes in New England 
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ANN ELISE WELTS 


A Promise, A Pledge 
—and PROFITS 


1930 will be a great year for the sale of arch-support welts in the popular 
$5—$6—$7 and $8 range. Women have been educated to the need of these 
shoes and will demand them. But shoes will be sold, as always, on a basis of 
style, fit, and quality. 


Merchants who now stock the Ann Elise line have had new patterns, faultless 
shoemaking, and efficient factory service. They have had the exclusive advan- 
tage of co-ordinated lasts and patterns. And they have made profits through 
quick turnover of their stock. 


For 1930 the Ault-Shackford Shoe Company promises its friends in the retail 
shoe industry that standards of design, manufacture, and service will be kept 
in advance of last year’s performance. And it pledges its entire organization, 
from factory personnel to salesforce, to a high standard of cooperative effort 
in the effort to help each individual merchant to increase his net profits. The 
success of the Ault-Shackford Shoe Company will logically follow the success 
of the retailers who sell Ann Elise Welts. More net profits for 1930 is the 
new slogan. Let’s go! 


Write for our Agency Plan and new catalog. 
.U.S.PAT. 
ae? Of Ee 






IN-STOCK 


K5108—Black Kid, Open Throat Four St. Louis—Auburn 
Hole Tie, Kenmore Last, 14/8 
Heel. In-stock at Auburn AA, 
$3.35. 





A, B, C, D. 3. V1192—Light Smoked Elk Five Eyelet 

Sport Oxford, Log Cabin Trim, 

K5308—Same in Brown Kid. In-stock Gristle Sole, 10/8 Rubber Heel. 
at Auburn AA, A, B, ©, D. In-stock Auburn AA, A, B, ©. 

$3.35. 83.85. 


AULT-SHACKFORD 


SHOE COMPANY 


ST. LOUIS, MO., 416 North 12th St. - AUBURN, ME. 
(In-stock Dept.) (Factory and In-stock Dept.) 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 


"| The Recorder Stock and Daily Sales Record Helps 
1 54 You Do Just That! 


P ch AID 
f sO ECE RD tte) 
‘ Insures Accuracy of Buying Judgment 


Black “If a $5 Gold Piece Falls Thru 
Cloth a Crack in the Floor”—is the 
Binder— title of our instruction brochure 


red imitation for keeping stock records:— 
leather back . 3 
and corners, Supplied with each order for 


gold lettering the Stock Record System. 
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One hour a day keeps your records 
complete— 

Every sale and purchase recorded— 
Visible daily turnover and sales re- 
port—with monthly inventory of each 
stock number— 

Shoes on hand, on order, due, returns, 
transfers in or out from branch 
stores— 


FOR GROUP OWNED STORES 
—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, also a COMPARI- 
SON FORM for sales of total pairs 
by seasons and years, gives the mer- 
chant-owner complete stock control 
with style and sale trend. These 
three forms are illustrated and are 
supplied 

50 Sheets—$3.00 

10 Sheets—$1.00 

(minimum order) 

mane Each fits the STOCK RECORD loose 


re ca aubes \ \ . 
‘Sizes 12 to 2 oF call 3 leaf binder. 















































Black Cloth Binder—11%2"” x 133%” 
— —100 Daily Sales and Stock Sheets, 
Stsersen eae 1 Comparison Form, with 4 Inventory 
L Pads (or 2 Inventory Pads, 100 


_j ae Sheets, and 2 bm rn Order Pads, 50 


Sona sen a | Sheets) and 1 


a 8:50 


Carton tickets with 


West of Denver, $9.00 
Canada and Foreign, $9.50 


Above, not including 
CARTON TICKETS, $6.00 
West of Denver, $6.50 


“ . — Canada and Foreign, . $7.00 
(New Revised Fifth Edition) Postage Prepaid—Check with order, please 


De Luxe Flexible Binder with gold embossed name 
shield—illustrated above at top—supplied in place Shoe Carton Tickets 


of Black Cloth Binder at $1.25 extra. 50c. per 100; $1.50 for 500; $2.50 for 1000. 
Clips supplied when quantity ordered is 5600 or more. 
Postage prepaid—check with order, please. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
189 WEST MADISON STREET CHICAGO, ILLINOIS | 



































Boot AND SHOB RECORDER 
combining THE SHOE ReralILeR, Jan. 11, 1930 































| The test of the wearing 


iy” found in repairing 















eet 
1eET sTR 
21 vul 1929 
= is. ver. > oo 


Mitusauher 


rr shoe OO. 
e-Msye™ 
ure ee, WSO isin 
wil 


gent jemen: in my shoe 





0 

1 ao 9 er 

reasons hn Sev ras" 

erusiness O° my “ ‘Marthe vosbing . 

s pretty 

pusiness 4 of whe 
ropes’ "_ 90 a 


+ ord »~ 














Will they wear, 


fit and hold 
their shape? 





Jacob Schumacher, veteran Milwaukee shoe- 


ARCH SAVER man, studies the insides of shoes in his repair 


4 WOMEN’S ARCH SUPPORT WELTS 


department. 





ARCH-SAVERS, YOUTHFUL VOGUE 

sie eks and MARTHA WASHINGTONS are right 
Aoennmsce neers inside and attractive outside so the Schumacher 
shop specializes with profit on these practical, 
styleful shoes. 





: There’s a Chapline-Mayer salesman in your 
ARCH NSAVER vicinity. A postal will bring him to your store. 


WOMEN'S TURNS 


CHAPLINE-MAYER SHOE CO. 











Milwaukee Wisconsin 
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New importance of lounging mode 





leads to greatly increased purchase of 


slippers to complete the leisure ensemble 


AST NOVEMBER, a manufacturer in St. Louis 
bought 15,000 yards of cotton goods to be made 
up into kitchenette pajamas in 1930. A few days 
after that, a shop in conservative Boston sold six 
hostess gowns . . . at an average of $200 apiece. 
Last month, all leading women’s magazines talked 
editorially about the lounging mode. 
Never before have footwear stores been offered 


Leisure Footwear 
forecast for all-year profits 





such a rousing opportunity to sell slippers, mules, 
D’Orsays and other leisure footwear the year round. 
Bridge pajamas must have bridge slippers to com- 
plete the ensemble. Hostess gowns and more formal 
lounging wear must have tailored D’Orsays or back- 
strap mules. For kitchenette pajamas, comfys or a 
simple D’Orsay. 

There’s one sure way to profit from this tremen- 
dous new slipper business. Carry and promote the one 
complete line of leisure footwear that advertises the 
lounging mode in leading women’s magazines . . . 
Daniel Green Leisure Footwear. Glance at this new 


Daniel Green program for 1930: 





These four important women’s magazines— Good Housekeeping, Ladies’ Home Journal, Vogue and Harper’s Bazaar 
—tell millions of women how Daniel Green style is a necessary part of the ensemble in the new lounging mode. 
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aniel Green advertising for 1930 





helps you build sales in these four ways: 








1. You know how women are about their 






favorite magazines. They read them for 
Gnactheatens style news first. And in these four out- MONTE CARLO 
Green adverising pases _ standing favorites—Good Housekeeping, with the new cling strap 


Ladies’ Home Journal, Vogue and Harper’s 









Bazaar—they’re reading about Daniel 






Green leisure footwear. Many of these 








MORE : Se , 
SVERaENNS advertisements are in full color. All of 
to the woman who loves them sell Daniel Green leisure footwear 





smart leisure. 








as a smart necessity part of the ensemble 


in the new lounging modes. COMFYS AND BOUDOIRS 
for really tired toes 







2. Fasnion Foornores—You'll like thisnew, 





interesting news-sheet. It’s fully illustrated 





and it describes the latest trends in foot- 





wear making and buying. Fashion Foot- 





notes comes to you free each month. 





3. Newspaper Mats—No need to tell you 





how handy those are in your own adver- 









tising. But we do need to tell you how 






smart these new mats are—how they add 





THE 1930 BRIDGE SLIPPER 
has a satin bow 






the new style note to your slipper adver- 






tising—and to your whole advertisement. 






A wide variety of them is available to 


















you at any time. Sent gladly upon request. 


4, Comry Cuats—the chatty magazine 
you're familiar with. Comfy Chats has a 





big new program of new and better sales 
helps. If you’re not on the mailing list, FOR MEN— 

write us. the tapestry slipper is sponsored 
Put Daniel Green slippers in your window 
.. . display them prominently on your 
counters. You'll have steady sales of profit- 


building, goodwill-building slippers the 










year round. 
SMART-LOOKING and newsy, SSS ; 
mats like this for your local ad- 
vertising help to get customers THE DANIEL GREEN COMPANY COMFYS FOR CHILDREN 
into your store and send 5 7 
slipper sales up. DOLGEVILLE, NEW YORK favor plaid trimming 


DANIEL GREEN Leiime Footwear 
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Service The Shoes You Sell) 


With I.T.S. Super Quality 







Patented Flat Chisel Point 


Sizes: 7-0, 5-0, 3-0, 2 & 4 Nails Provided 


Pat aE a A. 


HEN customers bring back the this lift look better and hold up longer 


fine shoes you’ve sold them for because it is possible to drive the pat- 
re-heeling, give them a real rub- ented flat chisel point I.T.S. nails in the 
ber heel, the finest it is possible same holes over and over again. 
to supply—I.T.S. Super-Quality with 
washers. You and your repairman can get 


these heels and all I.T.S._ items 
This new I.T.S. Thin French Lift, from your jobber. If he can’t supply 
shown above, is supplied plain or with you there is an I.T.S. Distributor in 
unperforated fiber your territory who is 
backing moulded to the Guarantee to Your Customers: compelled to catry a 
attaching face. It is Satisfactory Wear or a New Pair Free. full line of I.T.S. Prod- 
guaranteed not to push We will replace every pair returned by ff ucts. If you don’t 
out heel coverings. ee ee ee Sw PE new bien welts as for 
Shoes re-heeled with a his name. 


cress 

















French Sizes: 9-0, 
7-0, 5-0, 3-0, 0 


Cubans: 4-0, 0-0, 
and 1 






La les rc 








Now for low-priced heel straightening jobs. I. T. S. Super-Quality Top Lift Block, plain or 
with Da pnt fiber backing cuts without waste and makes a perfect toplift when attached. 
Slightly concave-convex in form like all I. T. S. heels, it saves time and labor and shows a 
fine profit. Made in all colors, black, tan, white and in a new non-marking neutral shade. N 


> NR tas ee 

















The I.T.S. Co., Elyria, Ohio 









uper-Quality 


Americae Best Viiting, 


RUBBER HEELS 
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IN CUBAN-HEELED STREET SHOES, 
TO ACCENT LIGHT GREEN TWEEDS. 


IN HIGH-HEELED, FORMAL SHOES, 
TO MATCH THE GROUNDS OF PRINTS. 


SHOULD SELL THROUGHOUT THE SPRING. 








te ALAC gH F< me 


The Mew Crstle in ler QC, Pre. 


Cthonaphes by request to , | 1702-100 Gold Street, New York 
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Open Your Door 


to Bigger Profits with 


American Interlocking Shoe Store Chairs 





No. 4081 





Greater beauty of finish and design. 
Grea... comfort for your customers. 
Greater durability—chairs are guar- [f 
against kage. 
economy in cost. 15 years of 


experience to serve and assist you. 





Philadelphia: R. 703-1212 Chestnut St. 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 








——— 





a 
1016 Lytton Building, 


Gentlemen: 
book, *“New Styles in Shop Seating. 


~~. me, without obligation, your helpful 32-page 











State 

















1016 Lytton Bldg. Chicago, Illinois 
Branch Offices: 


Boston: R. 802-69 Canal St. 


New York: R. 601-119 W. 40th &. 











-_ 
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What leathers, in fact, for any 
type of sport footwear when 
smart appearance as well as 
permanent flexibility must be 
maintained! If durability of 
appearance and thoroughly sat- 
isfactory wear are desired, the 
choice is 


ELKO 
AND 


DEERSKIN 


in colors and clear white. After 
the hard abuse of field service, 
these leathers can be quickly 
restored to a spruce condition 
by the use of plain soap and 
water. 
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WHATA 
LEATHER 
FOR KIDS! 
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NORTHWESTERN 
LEATHER 
COMPANY 
TRUST 


BOSTON 
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First grade merchandise with big turnover 
and profits. In soft quilted satin with 
covered heels and spring heels. Attractive 
range of colors. A line on which we pride 
ourselves for workmanship and value. To 
retail at $1, $2 and $3. 


GOLO SLIPPER COMPANY 
129 Duane Street, New York City 
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SNAPPY SPORTS 


Stock $6511—Women’'s tan- 

calf—sandsnake underlay 

worn Rubber Sole—!I1/8 
eel. 


Widths—A to C Price $3.60 


Full line of crepe and rubber- 
sole sport oxfords now in 
stock. 


Samples sent prepaid. 





POWELL & CAMPBELL 
122 DUANE STREET ESTABLISHED 1879 








Featuring One of the 
85 New Spring Styles 
To Retail at $2.98 
The Convention Billy Tie 
Brown kid with parchment inlay, 
also parchment kid with olive kid 


inlay, in both 21/8 full breasted 
heel and 14/8 Cuban heels. 


Sold in 18 and 36 pair lots only. 


DRYZER & ROSENBERG, Inc. 


131 Duane Street “Shoes under Market Prices’’ 
Headquarters for Mail Order Houses, Department Stores and Bargain Basements 




















NEW YORK—| 


HE New York Shoe Market is the ideal } 












NEW?) 


Ic 


18 ¢! 
one for a number of reasons. Its close @ the 
proximity to Brooklyn, the center of they 1 
world’s finest foot- J 54, 
wear;to Fifth §),,. 
Avenue, shopping 9 ¢,. 
district without 9 ¢.) 
par: to its large | 
ultra fashionable § , | 
foreign trade with J the 
Europe’s cleverest |g 4¢! 
ideas exploited; to 1 | 
the world’s center §'"5 
of ready-to-wear § | 
which enables it to @ sou 
carry out first the § tio 
MILES L. BLEECKER newest color and §j ve! 
style ideas. out 
The New York Wholesaler, drawing as he § sty! 
a ises 


does from the above for his style inspiration 





| 


Sensational Values 






Imported Czecho 


Sandals 
975—Natural with brown trim...........cccecccceseccececcsces $2.25 
ee SO ED as cecnccecesesiverenseedsesccoees 2.25 
Se WUD UES GUID 6 6. 0.6.0.6.5060066600606000606006000600 2.35 
DT TD oocnecSclgesOnidtwaebbetedidendbtboseenesceens 2.35 


In Stock 


J. WEISS SHOE Co. 


137 DUANE STREET NEW YORK CITY 













A Good Start 


for the 
New Year 


Black Patent, black lizard trim. 
Stroller tan kid, Suntan kid trim. 
20/8 Spike, 14/8 Cuban, 14/8 
Junior, 10/8 College heels. 


B. FRIEDMAN SHOE CO., Inc. 
109 READE STREET ESTABLISHED 1880 














BLEEL Ren She Co. l 
THe Live Wine HOUSE 
on eae 


é Price $2.75 Be | 



















No. 3010—Patent Leather One- 
Eyelet Tie, with underlays of Sun- 
tan Kid. Also in Brown Kid with 
underlays of Marron Kid. High 


No. 3007—Parchment Kid Tongue 
Pump with tongue and underlays 
of Parchment Lizard. Also in Tan 
Kid with tongue and underlays of 
Lizard Patent Leather with tongue and Baby Spanish heels on each. 
and underlays of Lizard. Cuban 

Heels only. Sizes from 3 to 8—C Wide 


BLEECKER SHOE CO., Inc. 138-140 Duane Street 
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451 
457 
455 



























vic 


K—IW Ideal Shoe Market 





1e ideal @ js enabled to translate them first into styles for 
ts close @the popular price trade. 
of the} The Bleecker Shoe Company has for years 
st foot- | taken advantage of the factors favoring its 
Fifth @ iocation in New York City. It has been the 
OPP!1NS | first at all times to present to the popular price 
—~ } field the newest in ideas. 
Boro In carrying large stocks of merchandise on 
le with |) the floor, it has assisted the large chain and 
everest |) department stores as well as the small retailers 
ted; to | in increasing their turnovers and thus reduc- 
center fy ins their losses due to change in style. 
1-wear @ ‘Through the absorption of several new 
lesit to sources of supply they are in the best condi- 
rst the @ tion, since their establishment, to render this 
yr and @very valuable service to the retailer through- 
out the country. The firm has led in the 
yas he @style field with daring enthusiasm and prom- 
ration, §ises for 1930 some startling leadership. 










TWO BLUE RIBBON 
NUMBERS FOR SPRING 


a Low and 










les 





y Heels 
For January 1 
Delivery 






>cho 








, 82.25 
. 2.25 
. 2.35 








451—Patent one-strap, Kaffor underlay. 445—Patent leather—Kaffor underlay 
457—Blonde kid—lizard underlay. 447—Brown kid—lighter shade underlay, 
455—Brown kid—combination underlay. All heels on all numbers 
$2.25 less 5% in case lots 


Get Aboard With These Two Winners 


LEVEY BROTHERS SHOE CO. 











IRK MARKET 








ONE OF 
THE NEW YEAR’S 
SMARTEST NUMBERS 


6093—Brown kid, center buckle, high 
heel, two-tone silk kid applique. 

6094—Same in 15/8 baby heel. 

6095—Black kid, center buckle, high 
heel, patent leather silk kid ap- 
plique. 

6096—Same in 15/8 baby heel. 


E00) t 


AN 
\44 DU TTS NE . wen 





IMPORTED ENGLISH MADE 
LEATHER BOUND BROADCLOTH SPATS 
Four Hole Buttons 


Carried in stock in the following 
colors : 


Light Gray, Medium Gray, 
Light Fawn, Medium Fawn. 
SIZES 6 TO 12 


$2.25 PER PAIR 
IMMEDIATE DELIVERY 


Also domestic Spats in stock 
from $1.00 per pair up. 


BLOG SHOE COMPANY, Inc. 


147 DUANE STREET 











Goodyear Welt Sport Oxfords 
Duflex Soles and Heels 


A to C—3 to 8 
In Stock at $3.25 


$0700 Smoke Elk, Tan 
alf Trim 


$0703 Tan Calf, Tan 
izard Trim 


© £0705 White Elk, White 


rim 







$0706 White Elk, Blk. 


alf Trim 





116 Duane Street 
New York City 









he gt 


Dae" Gamp 


“Queen of all operas” 






Due to greatly increased volume, 
We are now offering the Original 
“Dancette” Pump at $3.25, in patent 
leather, black satin and Kaffor kid. 


Widths Sizes 
AA to C 2% to 8 - 
“Imitation is the sincerest form of flattery!” 

143 DUANE STREET 
-Duane_Shoe Qmpany, Bava 


Our Line on Display at Ritz-Carlton Hotel, Boston, Jan. 13, 14, 15. 







Boot AND SHOE RECORD) 
combining THE SHOE ReraLen, Jan. 11, 1930 


CONCORD SHOE CO., Inc. 





AGAIN WE LEAD! 


IN PATENT - SATIN - KAFFOR KID 
IN STOCK—IMMEDIATE DELIVERY 


At Our New Reduced Price Level 





$3-10 


, 
(CRESCENT SHOE CQ) “™ +» 
159 DUANE STREET’ J NEW YORK 













































—Of course we 


hawe shoes with 


GRO-CORD 


Soles and Hleels’”’ 








IVE, the customer what he or she 
wants in a non-skid sole. GRO- 
CORDS are the choice of men, women 
and children everywhere. The shoe retailer 
who does not stock them often loses a 
good sale. For after once wearing GRO- 
CORDS no substitute sole will do. And 
strict patents prevent competitors copy- 
ing our product. 








Cord Tire Construction 


GRO-CORD Soles and Heels are made of balloon tire cords 
fused on end in live, resilient rubber. There’s nothing better 
for children’s shoes. GRO-CORDS stand toughest use since 
fibre tords on end bring wear against the grain. Leading 
manufacturers put them on dress, sport and work shoes. 
GRO-CORD Soles and Heels are waterproof and comfortable. 


There is a style and size for everyone. Ask your manufacturer. 


Bie 


SOS SRST A ee a TRE 








NON-SKID 


SOLES and HEELS 


“Cord Tire Wear in Every Pair” 


LiMA CorD SOLE AND HEEL Co. 
Department I-A + Lima, Ohio 
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Illustration shows the tire 
cords that are fused on end 
inourGRO-CORD Soles 
and Heels. Notice how 


cords are embedded insole. 










Ladies’ Sunbeam 


Exceedingly novel checkered design 
—colored all the way through. Sole 
has brilliant Sunbeam Inlay—a 
striking combination. This checkered 
design comes in five colors. 





* 


The Kicker Toe 


Arrow points to unusual construction 
to withstand severe use. Roughest 
play haslittle effect onthis sole. It wears 
longer. Parents want it for the boys. 











































STYLISH 
MORAYS 


Fashion — with all the 
flexibility and lightness 
which have made Jonas footwear famous 


At $5 and $6 


Our new Spring models carry on the traditions of 
this House of Beautiful Footwear. They are notable 
for fitting qualities, and, as usual, extremely salable. 





Our regular customers are giving the new line a 
splendid reception. 


WILL BE SHOWN a 
AT THE BOSTON SHOE STYLE SHOW 
AT HOTEL STATLER 





Sales Office J. A. JONAS 


207 Essex Street In attendance 7 
tee ag H. S. BOUVE 


Je A. JONAS SHOE CO. 


Manchester New Hampshire 





Boot AND SHOE RBCORDER 
combining THe SHop ReralLer, Jan. 11, 1930 














UC LT leo 
= Ses 


XX 

























\AZ 
XY 
SS) 


a 
2 


wt” rr ait: = 


ADEE =e eset 
Yaaro a ree as 


NEOAST 









COAST 


The name and message of Hamilton-Brown Shoe 
Company’s expertly developed lines of footwear 
for all the family is to be written on the national 
mind! 


Starting the first Friday in February (time listed 
on next page), a weekly Hamilton-Brown broad- 
cast over a coast-to-coast hook-up of the National 
Broadcasting Company will reach families in every 
city, town and hamlet in the United States. 


Last year, Hamilton-Brown style, quality and 
workmanship made thousands of new friends for 
American Lady, American Gentlemanand Twinkie 
shoes. This year with the radio campaign to be 
inaugurated, additional hundreds of thousands 
of retail customers will be attracted to the stores 
displaying Hamilton-Brown footwear. 


Beside the feature of over half a century of fidelity 
to the cause of “Keeping the Quality up,” no 
stronger proposition has ever been offered mer- 
chants to enable them to drive on to bigger and 
quicker profits with the Hamilton-Brown line. 


ESTABLISHED 1672 


Hamilton 


> = Louis Shoe 
> « Amorican 
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A WEEKLY RADIO 
SALES VOICE.... 
reaching every erty, 


village, and farm... 


RENE nis Phy NEBL 


The Hamilton-Brown name and trade mark will 
now denote still better merchandise and wider pub- 
licity than ever before. The time to see the Ham- 
ilton-Brown man is NOW and if he isn’t already 
headed your way, write or wire for an immediate 


mimic kane 


showing. 
All your customers are within easy tuning dis- 
tance of 
Pacific time Mountain time Central time Eastern time 
8PM 9PM 10PM 1PM 
KGO KOA WIR WJZ 
KF KSL WLW WBZA 
KGW WIBO WBZ 
KOMO y KWK WBAL 
KHQ a WREN WHAM 





KFAB KDKA 


— Brown 
Co. Boston 
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A POPULAR AND DISTINCTIVE MODEL 






‘‘WINDSOR’’ LAST 
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[HERE will be no question in 
his mind as to whether he 


a i ili i ah nes bd 


should “stay with” you, if you 
start him on ALDEN shoes 


C. H. ALDEN COMPANY 


Designers and Makers of Men's Fine Shoes 


Factory and Executive Offices, ABINGTON, MASS. 
Boston Office, 10 High Street 
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3 Essex 3200 








REPTILIAN WILL 














: DEVELOP NEXT? 





The Answer is 
coming soon 


Meanwhile 
We Suggest 


in WATERSNAKE 


Essex 3298 
4077 


in SAND SNAKE 





306 
in LIZARD 


Essex 3284 
(HILO) 


ESSEX TANNING CO. INC. 
PEABODY, MASS. 


CREATIVE - CRAFTSMEN - IN - CHROME - CALFSKIN 





Exclusive proprietors for U. S. A. of TARSO PHOTOGRAPHIC PROCESS which assures the most perfcct reproduction of original grain and colors. 
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Nearly every person who 
enters your store is a pos- 
sible purchaser of Repco 
Brushes and Daubers. 
Display Repco Brushes 
and Daubers prominently 
and call your customers’ 
attention to them. Take 
advantage of this fine op- 
portunity for additional 
findings profits. @,Repco Brushes are made in both the stapled and 
wire-drawn types. The wood and bristle stock are the finest obtain- 
able, and are equally good in both types, while the wax finish is 
carefully applied and is lasting. The two types differ only in the 
method of fastening the bristle knots. {Repco Daubers are made 
*) only in the stapled type. Like the brushes, they are made of the 

| | finest stock and finish. 


— ——EE wy 














For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation 


J. K. Krieg Company, 39 Warren Street, New York City 
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PLEASE THE GOLFER 


—and incidentally you please the veranda enthusiast 


Look to the real golfer. A crank for free- 
dom and comfort in footwear. A sports 
style leader . . . Give him sports shoes 





of Viking Calf—a sturdy, comfortable, 
dressy Gallun Leather. Wet fairways don’t 
faze it — drys out in shape and pliable. An 
all-weather leather . . . On the fairway or 
around the clubhouse — whether the wish 
is style or comfort, or both, sports shoes 
of Viking Calf win unanimous approval. 


A. F. GALLUN & SONS CORP., Milwaukee, Wis. 


GALLUN LEATHERS 


ALWAYS STANDARDS 
OF EXCELLENCE 
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AN ACCURATE FINANCIAL RECORD 


of your business—one important key to success 








—<—————— 


ACCOUNTS Pavanee 


MONTHLY SALES SUMMARY 
a 


DAILY sates 


— tee 


—Pow___ 


wo 


ACCOUNTS RECEIVABLE 
ome ans 


YEARLY COMPARISON SALES, PROFIT AND LOSS ANCIAL 
AND PIN, 
PERIODS STATEMENTS BY 





= 





n ; +++ + 
eee eee Tr 
TOC 


a ob , 
MARGE HE EUR ESEAREBEREEe. 
Serpe 
Cerrerrrer 


Contains sufficient sheets to cover one year’s requirements of 
average size busy shoe store. 


Re-fill sheets carried in-stock. 


Used in conjunction with our STOCK and DAILY SALES 
RECORD, it gives the busy store accurate records of every 





The Boot and Shoe Recorder’s 


Financial Record 


is another distinct RECORDER 


merchant service. 





a= /~ 
vy we 


This book provides for an accurate 
record, with entries made easy cov- 
ering income, outgo, cost, selling 
price, profit, liabilities, assets. 


Each sheet is properly headed and 
ruled to cover each operation and 
each department. 


@ > 
4 vw 





The Financial Record 
with cloth board loose leaf binder— 


consists of: 


100 Daily Sales Sheets 
(women’s, men’s, children’s 
hosiery, miscellaneous) 


6 Accounts Payable Sheets 

6 Accounts Receivable Sheets 

6 Cash Received Sheets 

6 Cash Disbursements Sheets 

6 Monthly Sales Summary Sheets 
6 Purchase & Merchandise Sheets 


1 Yearly Comparison and Financial 
Statement Sheet 
(all ruled both sides) 
144%” x 1144” 


$12.50 


postage prepaid 
(Check with order, please). 








BOOT AND SHOE 
RECORDER 


Merchants Service Dept. 
189 W. Madison St., Chicago, Illinois 





. 


> 
vw 








Merchants Service Dept. 

Boot & Shoe Recorder 

Chicago, IIl. 

Please send me the Financial Record for 

which find check enclosed for $12.50. If 

this bookkeeping method does not meet my 

requirements, we have the privilege of re- 

| same, postage prepaid, within 5 
ys. 
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Are you selling shoe trees to women at a price—or 
at a profit? 

Every pair of women’s shoes you sell is an invitation 
to add a pair of trees. Are you, in securing this extra 
business, trying to compete with the “Five and Tens” 
who sell a cheap, profitless (for you) masquerade 
of a shoe tree? 





Get out of this competition! Sell Quality! Sell 
NOUVELOID TREES, which help, instead of harm- 
ing, the shoes you sell your trade. Make a decent 
profit. Add prestige to your store. Please your 
customer with trees of genuine worth—handsome 
i trees which always do what the customer expects 
them to do, which is to preserve the shapely last you 


sold her. 








QOUVE LCy 


TREES 








O. A. MILLER 


TREEING MACHINE COMPANY 


BROCKTON, MASS. 
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The “Averly”’ 


An attractive pattern for Winter resort 
wear. White buck, perforated lavishly 
for comfort; tip and quarter of brown 
kid. It carries an all leather heel. 


We design and manufacture 
footwear for America’s most dis- 
criminating women, and our 
product is sold to and fully 
appreciated by the particular 
patrons of progressive mer- 


chants. 


D. Armstrong & Co. 
155 Exchange Street 
New York 


Rochester, 
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CHANDLER 
RIBBON 
TIES 


Make your shoes more attractivé 
Tie them with ribbons, 
they lead for Spring. 


Give your line the correct style note. 


MOIRE’S 
GROS GRAINS 
SINGLE and DOUBLE FACED SATINS 
ALL ARE IN DEMAND 










The season’s newest 

shades in all widths 

in stock for immediate 
delivery 


SEND FOR SAMPLES 


Pattern by 
DUNBAR PATTERN CO. 
BOSTON, MASS. 





Originated by 


Ww. K. CHANDLER Inc. 
123 SUMMER JST. 





—¢ BOSTON, MASS. @__ 
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for every Gatosh sold — 


—a perfect storm- proof fit! 











A New Size! 


Junior 


No. 735, fits Showerboots and other makes 
of all rubber footwear made with smaller 
than standard size studs. 





KOH-I-NOOR ADJUSTABLE SOCKET 
BUCKLES AND SLIDE STUDS 





These have proven extremely popular with retailers for 


replacing lost or damaged socket buckles on rubber foot- 
wear where standard size studs are used. They also fit 
the Koh-i-noor standard size Galosh fastener as illus- 
trated above. 








PRAGUE PARIS 
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WALDES KOH-I-NOOR, INC. 


World’s Largest Snap Fastener Manufacturers 
Long Island City, N. Y. 
LONDON DRESDEN WARSAW 


It takes no time at all to make a tight-fitting or 
loose-flopping galosh fit RIGHT, by using 
Koh-i-noor Galosh Fasteners. 


Two Fingers and One Second 


is all that is required to give your customers the 
comfort and perfect protection they expect from 
rain, snow, sleet and cold. Attached by pressure 
of the fingers, they are instantaneous assurance 
of satisfaction. 


Koh-i-noor Galosh Fastener 


the convenient Ball and Pin device is effective in com- 
pleting the sale of rubber footwear for hundreds of re- 
tail stores. Applying them for snug fit to the galoshes 
you sell is a nicety of service that keeps customers sold, 
and brings transients back again for similar service 
when they need new footwear. 


Standard Size 
co " 
ai) No. 635, fits Shuglovs, Zippers, Gaytees, 


and most other makes of fabric gaiters. 





All Koh-i-noor Fastening devices for foot- 
wear are made to insure easy handling on the 
sales floor, or at the wrapping desk. They 
com prise— 


KOH-I-NOOR GALOSH FASTENERS 
KOH-I-NOOR SOCKET BUCKLES 
KOH-I-NOOR JEWEL SNAP BUCKLES 
KOH-I-NOOR JEWEL CLASPS 





If your Findings Dealer cannot supply you with the 
Koh-i-noor products you want, write to us direct for 
standard price list. 















BARCELONA 








































The Story 
Thus Far : 


Billy Rogers—Shoe Merchant 


By HAROLD WHITEHEAD 


BUSINESS CONSULTANT 


ILLY ROGERS wanted to own a shoe store. He had $17,000 and some practical 
experience acquired as a salesman in Parker’s Shoe Shop. George Morland was 
wil'ing to sell his store for $22.000. Acting on the advice of June Solent, Billy con- 
sulted Jethro Blunt, president of Fretton National Bank, and the latter scanned the 
figures on Morland’s business. Billy decided not to buy Morland out and after con- 
sulting his former boss, Parker, decided to launch his own business. He picked a 
promising location, acquired a stock and opened his store. Billy’s competitors made 
trouble by cutting prices. The matter of collections causes Billy and June a lot of 
wo:ry. They decide to go on a cash basis aid send out a collection letter to customers 
whose accounts are overdue. The letter produced unexpected results, angry protests 
and lost customers. Getting his stock d>wn to a reasonable figure is Billy’s next 
problem. He hears a talk 

at the Chamber of Com- 
merce on retail merchan- 
dising and later confers 
with the speaker, Professor 
Brinstead, on his own prob- 
lems. He decides to dis- 
pose of his dead stock at 
any cost and finally sells 
the surplus merchandise in 
Boston, but at a staggering 
loss. To increase his vol- 
ume, Billy engages a young 
man, Sidney Patten, to sell 
shoes house-to-house. Pat- 
ten’s sales show a surpris- 
ing increase and Billy won- 
ders why. He accompanies 
the salesman on a trip and 
finds that Patten has been 
adding to the selling cost 
and pocketing the differ- 
ence; also that he has been 
promising free repair ser- 
vice. Billy secures a con- 

*  fession, thrashes him and 
lets him go. 
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ROFESSOR BRINSTEAD ordered the dinner 
with meticulous care. While he asked Billy what 
he would have, he followed his questions with sug- 

gestions that left Billy with nothing to say but “Yes.” 

During the dinner Professor Brinstead spoke ‘inter- 
estingly about everything—except the purpose of his 
visit. Billy ate his dinner with enjoyment that was 
marred by his curiosity. Also he found it rather trying 

o keep pace with the professor’s ideas which were é€x- 

pressed with painful accuracy. At last, however, they 

finished. 





he has capacity—I know the dear boy has 
character—I would like to suggest that he be 





allowed to acquire an interest in your business.” 

“Gosh,” Billy forgot June’s instructions that 
he watch his language while with Professor 
Brinstead. appreciate 
what you have said an awful lot. But I’m not 
big enough for him. I can’t teach him the shoe 
You ought to let him go to Mr. 


“Gee, Professor. | 


business. 
Parker’s.” 
“I am very pleased to 





“Let us go to my room, Rogers. 
We can talk there with no un- 
toward interruption.” Brinstead 
had signed the check and left the 
waiter a generous tip. Meekly, 
Billy followed after the professor 
and soon the two men were seated 
in the locked bedroom. 

“Rogers,” Brinstead cleared his 
throat. “You may have given a 


professor 





Episode 24 
In which Billy meets a 
and gets 
wider vision of his busi- 


ness. 


hear you say that,” Brin- 
stead smiled genially as 
“T thought of 
Parker, of course, but he 


he spoke. 


is no longer young, and 
not 





a he is conservative 
in the spirit of modern 
And may I add, 
Rogers, that I am a tre- 


y< uth. 


mendous admirer of our 








passing thought to the reason for 
my request to see you.” 

“Yes, I had, rather,” Billy said. What he thought was 
“T bin thinkin’ of nothin’ else but.” 

“Well, Rogers, I have taken the liberty of discussing 
you with your former employer, and my very good 
friend, Emery Parker. He thinks very highly of you. 
\nd now for the project which I wish to propound to 
you.” Brinstead looked contemplatively at the end of 
his glowing cigar. “I had a brother; a fine man, Rogers, 
but most improvident. He and his wife were . . . were 
. . . killed in a motor accident. There was a boy, and 
of course he had to be cared for. It was hard for me, a 
bachelor, but I did the best I could. Jack, that’s his 
name, has just graduated from the Tuck School at Dart- 
mouth. Now, Rogers, he wants to get into retailing, 
and he thinks he wants to run a chain of shoe stores. 
He has no money but what I give him. I can help him, 
of course, but I feel that he should work with someone 
who is young and who has character. I am old-fashioned 
enough to believe that character, hard work and merely 
average intelligence can achieve success where the smar‘ 
man who has nothing but a native shrewdness to his 
credit will eventually face disaster. Am I boring you?” 
Brinstead asked suddenly. 

“No, sir,” and this time Billy had no inner thoughts. 

“Thank you,” the professor said simply. “Well, to 
resume, Jack believes he has a natural aptitude for re- 
tailing, and he specialized on that subject during his last 
two years at college. I cannot give him much money, 
but I can give him enough to make a start in one store, 
and beyond that he must look to himself. The sugges- 
tion I wanted to make to you, Rogers, is that Jack com: 
to work for you. He will need no salary for a year, if 
need be, but I am extremely desirous that he shall re- 
ceive his baptism in practical retailing under propitious 
surroundings. If, after you and he have worked to- 
gether for some reasonable length of time, you believe 
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youth. They are far and 
away ahead of the youth 
But I digress. 
would not want Jack to work in a store in 


of my day. Then again, | 
which there was no opportunity to acquire an 
interest; assuming, of course, that he proved 
himself worthy of it. I have watched your 

progress with interest, if you will allow me 

to say so, and that is why I believe Jack would be for- 
tunate if he could get his experience under you.” 
Professor, I don’t 


silly was bewildered. “Honest, 


know what to say. But I should say he’s crazy to think 
of running a chain. There are so many now that there’s 
no more opportunity—no room for more.” 

Brinstead leaned back and laughed, at the same time 
looking at Billy with eyes filled with speculative interest. 
Then he blew his nose and answered. 

“Rogers, that’s the first foolish thing you have said 
tonight. Good gracious, man, there are more opportuni- 
ties now than ever. You don’t mean to tell me that no 
more new organizations are going to come into being 
in this remarkable country of ours. The big concerns of 
ten years hence are now small affairs like yours, or not 
yet even in existence.” 

As the idea flashed like a shaft of clear light through 
his brain Billy felt a stirring of something he had never 
business as a adventure 


experienced. He’* saw great 


widening in its scope and interest. Before, he had, of 
course, looked to see his store succeed, but beyond that 
he had never dreamed. Now he thought of the shoe 
trade, not as his little store, but as a great and important 

And he felt a thrill 
go through him as he realized that the young men of 


today had to be the big men of the industry in a very 


factor in the life of the country. 


few years. And why should he not be one of the men to 
carry the banner of shoe store progress and prestige to 
greater heights ? 


[TURN TO PAGE 96, PLEASE} 
















Public Confidence 
. Z 


SHOES FOR WOMEN 


YOU NEED 
NO LONGER 
BE TOLD 
THAT YOU 


HAVE AN 
EXPENSIVE 
FOOT 





AAAAA to EEE-Sizes 1 to 12 


This shield is a seal of Public Confidence in the Dealer displaying it, because 


ENNA JETTICKS 


offer so wide a size range 


AAAAA—EEE 1—12 
because they fit any normal foot 

because they are backed up by National Advertising, Radio and 
Rotogravure 

because White Shoes can be obtained at any time of year 


because they retail for 
$ 5 and $6 


because in full size range these shoes are 


IN STOCK 


|| Dunn & McCarthy,Inc. | Auburn, New York 
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Travelers Go On A Budget 


N. S. T. A. Convention Votes On New Method 





of Operating —Larkin Honored by 


ITH the precision of a rail- 
road, but with enough political 
pep to furbish a presidential 


-ampaign, the nineteenth annual con- 
ention of The National Shoe Travel- 
ers Association staged three rousing 
sessions on Jan. 3 and 4 at Hotel Jeffer- 
son, St. Louis. Of the twenty-four 
local associations affiliated with the 
“National” all but one were repre- 
sented either by delegates or proxies. 

For the first time in its history, 
covering close to a score of years, the 
association retained a man in the presi- 
dency for a second year, thus honoring 
Frank J. Larkin of Milwaukee, secre- 
tary of The Freeman Shoe Co. of that 
State. Perhaps the most outstanding 
piece of business transacted at St. Louis 
was the culmination of two years’ ei- 
forts within the association resulting in 
the adoption of a budget plan of op- 
eration. 


Association Work Outlined 


The more resultful work of this or- 
ganization is in process through the 
entire year and was reviewed by Sec- 
retary T. A. Delany, also re-elected. 
This report showed the virility of the 
National Shoe Travelers Association 
and gave assurance to the members that 
against the whirlpool of oblivion which 
had engulfed so many associations it 
was a matter for pride that the N. S. 
T. A. still carries on. 

Among activities reported by the sec- 
retary as handled during the past year 
were requests presented by employers 
of salesmen to adjust differences be- 
tween them and their salesmen; sales- 
men reported for holding up trunks 
and samples claiming moneys due them; 
employers of salesmen reported for vio- 
lation of contracts in that expense 
money was not sent to salesmen when 
on the road; employers reported for 
not sending monies to the homes of 
salesmen as per contract although 
monies were sent to salesmen on the 
road, and many others. 

Elucidating the methods used in se- 
curing positions for salesmen members, 
the year’s work in this line of activity 
was described as pointing to 49 posi- 
tions positively filled, ranging in guar- 
anteed salaries from $2,500 to $7,000 
and of 347 leads passed out to as many 
inquiries from the membership. Re- 
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Re-Election to Presidency 


ferring to the latter effort, Secretary 
Delany aptly commented: “Some who 
were placed were thoughtful enough to 
acknowledge our service, while others 
were either too engrossed in their lines 
to reply or their letters went astray.” 


Supporting President Hoover 


Mr. Delany described the coopera- 
tive work with the membership com- 
mittee in connection with the establish- 
ment of new locals. He told of the 
campaigns conducted to obtain inter- 
changeable mileage books and to have 
the Pullman surcharge rescinded; of 
the teamwork his office conducted with 
the executive offices of the manufac- 
turers national association, described 
the extent to which the “Travelers” 
gave ready and full support to Presi- 
dent Hoover’s appeal to business at 
large to stabilize the prosperity of the 
country and cited the prominence of 
the N. S. T. A. in association work as 
evidenced by the numerous inquiries 





N.S.T. AAOFFICERS FOR 1930 





FRANK J. LARKIN 


Frank J. Larkin, of Milwaukee, 
President. 


Joe Kalisky, of Chicago, Vice- 
President. 

Thomas A. Delany, of Boston, 
Secretary. 

Dave Davis, of Chicago, Treas- 
urer. 


The Board of Governors was 
empowered by a resolution to se- 
lect the place and dates for the 
next convention with an apparent 
preference on the part of the St. 
Louis meeting that the meeting a 
year hence be held in a different 
city than that of the retailers’ 
national convention and also dis- 
associated as to dates. 
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received by organizations in other fields 
as well as other countries. In connec- 
tion with the latter he referred to fif- 
teen requests received from four 
foreign countries to assist in obtaining 
representation in the United States. 

In his report, President Larkin, the 
“one State traveler” as he was derisive- 
ly described a year ago, “seen his duty 
and done it.” Fresh as the proverbial 
daisy after a year’s successful combat 
with apathy and some discontent within 
the ranks, he called a spade a spade and 
dug in in the following terse terms: 

“The year 1929 is past and I think 
we are all glad that we are looking 
back on the most disastrous year from 
a shoe traveler’s standpoint, since 1921. 
1930, I think, presents a brighter as- 
pect and I hope and pray that all of 
you reap a most bountiful harvest in 
health, wealth and happiness. 

“When we took over the affairs of 
this association the future looked 
black and foreboding and I'll admit I 
was a little fearful of the outcome. 


200 New Members 


“IT found, after a short time in office, 
an apathetic spirit on the part, of a 
great many locals and individuals as 
well and I decided that if we were to 
put it over it was necessary that we get 
busy and locate the trouble. With that 
thought in mind I tried to appoint real, 
live, go-getting chairmen of the va- 
rious committees. Some of these chair- 
men I am sorry to say, did not measure 
up to my opinion of them. However, 
the live committees went to work and 
we are more than pleased to be able 
to report a gain over 1928 of scme 
two hundred members. The credit for 
this gain is due to a great extent to our 
esteemed friend and real cooperator 
who gave freely of his time, money, 
talent, and hard work that your organi- 
zation should survive. It was through 
his efforts that three new locals were 
added to our chain and the gains shown 
in older locals are traceable to his 
engineering. I refer to none other than 
that high class gentleman and fellow 
traveler the greatest Roman of them 
all, the chairman of the membership 
committee, Joe Kalisky of Chicago. 

“Among the locals entitled to honor- 
ab’e mention, the Southwest is out- 
standing, having added over one hun- 



























HAVERHILL MASS 


St. Louis Representative: Columbia Leather Company, 2501 Sullivan Ave. 
Canadian Representative: Haverhill Shoe Novelty Co., 10 Ontario St. West, Montreal, Canada 


HAVERHILL SHOE NOVELTY CO. 
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dred new names to its roster. I want 
also to thank here and now the North- 
west, Indiana, Boston Shoe Travelers, 
and every other local which in any 
way increased in number. The style 
committee under the leadership of 
Frank B. King, functioned 100 per 
cent. To Charles Morrill, chairman of 
the insurance committee, I want to say 
I thank you in the name of the N. S. 
T. A. for the efficient manner in which 
you handled our plans and I know you 
have the thanks and prayers of a great 
many widows and orphans of our de- 
parted brothers. 


Delany’s Work Praised 


“I wish also at this time publicly to 
thank the most efficient secretary this 
association has ever had for the pains- 
taking efforts he has put forth in assist- 
ing me during my term of office. He 
has been on the job continuously and 
I think he should be shown in some 
tangible way that his efforts are ap- 
preciated.” 

Harold C. Keith, president of The 
National Boot and Shoe Manufac- 
turers Association, sent the following 
telegram: 

“I am taking this opportunity to ex- 
press our appreciation for the coopera- 
tion and support which we have re- 
ceived from the National Shoe Travel- 
ers Association during the past year 
in our tariff undertakings. The resolu- 
tions passed by your association indors- 
ing the position of The National Boot 
and Shoe Manufacturers Association 
and the work you have done in secur- 
ing the cooperation of the members of 
your association in our tariff work have 
been very much appreciated. It ap- 
pears that we have considerable of an 
undertaking on our hands in connection 
with the tariff, but through the co- 
operation which your association and 
others have extended to us we are still 
hopeful of securing a tariff bill that 
will be of benefit to the industry.” 


Membership Committee Reports 


Joe Kalisky, chairman of the Mem- 
bership Committee, presented his re- 
port, prefacing his statements with the 
recollection that during the nineteen 
years of the National’s existence he 
could not recall a convention where 
the membership committee offered a re- 
port. 

“I believe,” said Mr. Kalisky, “that 
every committee appointed by the 
president should be considered impor- 
tant or should be abolished. A chair- 
man of any committee should be able 
to devote a few minutes every week 
to his work, or not accept the appoint- 
ment. Every Regional Governor should 
report the activities or the dormant 
state of the association in his district. 
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“Your Membership Committee dur- 
ing the past year has been a busy one 
and has had the hearty cooperation of 
your worthy officers and the presidents 
and secretaries of the local associations 
and Regional Governors. It has been 
a pleasure to me to put in a few hours’ 
time in taking care of the numerous 
items that were brought out prominent- 
ly during the year, and it has in no way 
interfered with the duties I owe to my 
work on the road. 

“Now gentlemen, we have been ac- 
cused of not being business men, pay- 
ing out more money than we receive. 
I would suggest at this convention that 
a committee of three be appointed by 
the president; this committee to thor- 
oughly study the conditions and report 
their findings to the convention and 
recommend in a budget system, ‘the 
amount that should be used in every 
department, including salaries to of- 
ficers. 

“Having been Chairman of the Mem- 
bership Committee for a full year, I 
feel very strongly that the offices of 
secretary and treasurer should be 
merged into one, not only for the sav- 
ing, which is the paltry sum of $100, 
but as a convenience and particularly 
for quick service, not having to get in 
touch with both secretary and treasurer, 
which has been necessary for your 
officers and committees during the past 
years when necessary information was 
needed. 


Cash Assets Increased 


“I wish to call your attention to the 
following: We have 24 affiliated as- 
sociations in good standing. Of these, 
during the last year, 9 showed a loss; 
9 showed a gain; 3 held their own, and 
3 new associations were organized. The 
approximate number of new members 
as of Dec. 15, 1929, was 175. The 
actual cash increase was $461.25. If 
the 9 associations showing a loss had 
only held their own they would have 
given us $271.75 additional. Almost 
one-half of this loss came from one 
association. From my own observa- 
tions, I believe that these losses could 
have been cut down if the local mem- 
bership committees had been just: a 
trifle more earnest in their work. I 
wish to thank the Southwestern Asso- 
ciation and they are to be particularly 
congratulated on their wonderful work 
and showing. 

“I wish to thank Secretary Delany 
for the wonderful work and assistance 
he gave me and to him is due credit for 
a large portion of the work accomp- 
lished. What we need and want are 
workers, not fault-finders; boosters, not 
knockers; optimists, not pessimists.” 

The following are some of the more 
outstanding resolutions adopted: 
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In order that greater interest be 
roused in the group insurance feature, 
that each local appoint a committee to 
function in connection with the efforts 
of the national body. 

That the president of each local as- 
sociation appoint a committee of three 
members to be known as the “Lapsa- 
tion Committee” to actively conserve 
the membership of each local. 

That we work in earnest coopera- 
tion with kindred associations and with 
the manufacturers and retail associa- 
tions, with the object of defining travel- 
ing periods. Repeated trips are un- 
profitable and have the effect of keep- 
ing our trade distracted as to styles and 
afraid to act, being always loaded to 
the saturation point and not in a posi- 
tion to place an order except at inter- 
mittent periods. This is particularly 
true of the medium sized dealers. 

That if some solution cannot be 
worked out governing these conditions 
mentioned, that we then ask and de- 
mand a higher standard of remunera- 
tion for selling shoes if we expect to 
survive as shoe salesmen. 

The association went on record as 
deprecating with all its power the prac- 
tice of charging back to the salesman 
and deducting from his commissions 
for goods returned or cancelled for 
late delivery. The production depart- 
ment is paid in full for making the 
shoes even if of inferior quality or 
workmanship. Why, then, should the 
salesman be made to bear all the loss. 

The convention ratified the action as 
instituted by the national body toward 
the stabilization of business and con- 
tinued prosperity of the nation as pro- 
posed by President Hoover. 


Stetson Shoe Co. Opens 
New Pittsburgh Store 


PITTSBURGH, PA. 
—The Stetson Shoe 
Company, on Jan. 
6, opened a new 
store in this city 
at 203-205 Sixth 
Street. Stetson 
shoes for men and 
women will be 
handled in the 
East Liberty dis- 
trict by P. Lude- 
buehl & Son, and 
Stetson shoes for 
men and women 
will be handled by 
the newly opened 
store in the down- 
town business and 
shopping district. 

The new store is under the manage- 
ment of R. Bruce Murphy and em- 
bodies a number of unusual features, 
chief among which is the fact that the 
store is really two stores—one for men 
and one for women—reached through 
separate entrances. 





R. B. Murphy 


Manager of new 
Stetson store 
in Pittsburgh 
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DEMAND 


for slippers made of 




















The BIGGEST 


sales appeal ever offered! 


Haven’t you retailers time and time 
again wtled for a real “trade puller” 
—an article that carried its own sales 
punch direct to the customer? 


The utility of the slipper and the new- 
est application of Fen for use in 
uppers gives you exactly this lon 
awaited combmation of sales aged 
and profit. 


Zapon has the soft and pliable texture 
of Kia that makes for extreme wearin 
comfort. Its attractive patterns an 
brilliant colors not only meet the mode 
but give the instant appearance of 
a luxury at a modest price. 


For over 30 years the superiority of 
Zapon for use in other fields has con- 
tinued undisputed. It now comes to 
the assistance of every alert retailer 
seeking new buying appeal as a busi- 
ness stimulator. 


Ask your slipper manufacturer about Zapon 





I7ARINE 
introduced for the first time in America by Zapon. 


The ZAPON COMPANY ~~ STAMFORD, CONN. 


Frank Gregson, Mgr. 
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Direction of American Hotels Corporation . J. Leslie Kincaid, President 












THOSE 


who live on a normal 


apon. sensible basis... .. 


The beauty of the Hotel Lexing- 
ton... the luxury of its modern 
appointments . . . the distin- 
guished quality of its French 
cuisine... are available at such 
moderate rates that many guests 
who come for a day or a week 
are staying permanently. 


Dinner and Supper Dancing in 
the Silver Grill. Dave Bernie 
and his Hotel Lexington Minute 
Men. 


80I| ROOMS 


Each with private bath (tub and shower) 
circulating ice water, mirror door. 
341 rooms with double beds, $4 

1 person. : . . . 
These same 341 rooms for two $ 5 
persons. . - « 






229 rooms with twin beds $6 
Either one or two persons . 
231 rooms with twin beds $7 






Either one or two persons . 
Transientor permanentaccommodations 







Club breakfast 75c¢ - Special luncheon $1.00 
Table d’ hote dinner $2.00 Also a la carte service 


HOTEL 


The very newest sensation in French materials now L E X F N G ’ Oo Ni 


Colorful, waterproof and durable. Send for samples. LEXINGTON AVE. at 48th ST. NEW YORK CITY 


Phone MURray Hill 7401 
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Slippers today—an all year item for 


Profitable Merchandising 





Distribution Plans for 1930 Are a Real Factor; Get This Proposition 


Ts advent of the radio, the popularity 
of bridge, and the growing increase in 
social activities, in the home has brought 
an increased demand for quality comfort 
— at popular prices. 
ie shoe merchant who is alert to the 
eatly increased sales possibilities of com- 
‘ort footwear will not be satisfied with merely 
a big seasonal business in slippers at Christ- 
mas time, but will advertise and merchandise 
comfort footwear every week in the year. 

The very reasonable prices present the 
opportunity to make your customers slipper 
conscious, and suggest a pair of comfortable 
and beautiful slippers when a shoe sale is 
made. Eight out of ten women wear slippers 
at home, and four out of ten men change to 
slippers as soon as they light the old pipe 
and turn on the radio, 

Guaranteed comfort, combined with the 
appeal to the eye through the lovely color 
combinations and trimmings, makes the 
merchandising of comfort footwear a_success- 
ful venture with a minimum of effort. A 
guy product that brings peace and com- 
ort to the home is a silent testimonial to 


1701 
Richards 
Street 


McIntosh Company, 
Springfield, Mass. 





218 So. Wabash Avenue, 
Chicago, Illinois 


the discriminating taste of the merchant, 
assuring profits, and the good-will and 
satisfaction of the customer which make for 
a mutually interesting and successful busi- 
ness. 

Out of Milwaukee, Wisconsin, the highly 
successful Kozy-Komfort Slipper Manufactur- 
ing Company are keeping their model plant 
at capacity production throughout the year. 
This is not the result of just making slippers 
—but with each slipper sale to the volume 
buyer, this concern offers creative sellin; 
suggestions, impressing upon the minds o 
customers that the time to sell Kozy-Komforts 
is all the time; that every man and woman 
customer should be shown the line, and 
displayed 
twelve months in the year. Several merchants 
have advised that their slipper sales have 
cut their overhead almost in half. 

It makes a tremendous difference whether 
gift footwear, made to sell for one season, is 
offered to your customers, or a solid-quality 
line that will give consumer service and 
satisfaction. It is, therefore, important to 
select your comfort requirements from a 





comfort footwear prominently 


oe Mfg. Co, 


Stewart Dawes Shoe Co. Washi 
Los Angeles, Calif. 


concern with a long line of styles backed 
by a quality that will build a permanent 
twelve-month business. The Kozy-Komfort 
line of Milwaukee boasts a slipper style and 
material for the individual requirement of 
every member of the family; —~ in 
sheepskin and woolskin with wood heels, 
padded soles, and solid counter overlay 
patterns; beautiful, serviceable, and priced 
for volume merchandising. 

The quality element combined with the 
real dealer service and co-operation typifies 
the consistent policy which has brought this 
company from a modest be; inning, in the 
face of established competition, into its 
present commanding position in the slipper 
field. The popular prices are due to the 
immense production and Kozy-Komfort Shoe 
Manufacturing Company have never found it 
necessary to lower their quality to meet a 
price. Their new catalogue containing a 
wealth of slipper information, styles, prices, 
etc., will be cheerfully mailed to forward- 
looking merchants who are interested in 
building a bigger and better year around 
comfort slipper business. 


Milwaukee 


Wis. 


Shoe Company. 
Seattle, Washington 





































IMPORTED 
ENGLISH BOOTS 


IN STOCK 


Boots made by England’s 
Finest Bootmakers. 


The largest stock and variety 
of imported Riding, Field, 
Aviation and Jodhpur boots 
in the United States for IM- 
MEDIATE SHIPMENTS. 


Priced 


WOMEN’S 
from 


$10.50 


MEN’S 
from 


$11.50 


Write for 
descriptwe 
catalogue 


COLT-CROMWELL CO., Inc. 


Established 1899 
1239 Broadway 














New York, N. Y. 
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No. 498—Patent Tie; vamp 
and quarter cutouts; heel. 





Zui, mW WY 


IN STOCK 


—and yours for 


Quick Shipment! 


EREB’Sa 

dandy Stitch 
Step that'll give 
you a good profit 
and please -the 


No. 499—Light smoke Elk mothers. 
vamp and — cutouts ; IT’S A BBA’ ' 


2% to 6 
$1.20 


Write for Samples! 











ROCHESTER’S FINEST LINE OF INFANTS’ SHOES— 
Salesmen, write for territory, giving references and 
main line. 
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Maize Shoe Co., Rochester, N. Y. 
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and Arch-Aid lines at 


Boston, Jan. 14, 15 and 16—Hotel Copley-Plaza 








Menihan’s “Regent Pumps” In Stock 


You are invited to see our 
, Complete showing of New Spring Samples, both Menihan 
Nu Mode and Special Process 


" "y 
"Y 
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anf 
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Terms, Net 30 Days. 
Twenty-five cents ad- 
ditional for orders of 
less than three pairs. 


Beautiful and perfect fitting— i vOunT™ 
B-333—Imported White Silk 


Crepe with Silver Kid 
Trim $5.25 


336—Nu Mode Process, white silk moire, suitable for tinting 
335—Nu Mode Process, black silk moire 

170—Special Process, imported white crepe silk suitable for tinting any color. . . 
171—Special Process, imported black silk crepe 

283—-Nu Mode Process, silver tinsel cloth, suitable for tinting 
345—Nu Mode Process, white kid 

180—Nu Mode Process, mat kid 

174—Special Process, black satin 

176—Special Process, black calf (light weight) 

352—Special Process, brown kid 

175—Special Process, Patent Leather 


| THE MENIHAN COMPANY 
— =a 


Rochester, N. Y. 


Oe IO” ec weet ™ wet” ect ecg west «acta att wast wc 


Boot AND SHOE RECORDER 


\ | 
sities 


86 combining THE SHop RErTaiLgr, Jan. 11, 1930 





























Dike tee 2S. SAINT rae Ad 











R ici ineditisnainionacin sean 


NATIONAL NEWS 





SATURDAY, JANUARY 11, 1930 








EVERY WEEK 








Shoe Exports Show Gain 


Increase of $400,000, Making a Total of $10,850,970; 
Record Production in This Country 


WASHINGTON, D. C.—United States 
exports of leather manufactured goods 
during the first 11 months of 1929 
($16,507,475) increased 2.5 per cent 
over the value of those of 1928 ($16,- 
093,563), and the imports ($37,974,- 
799) increased 62.3 per cent over 1928 
($23,392,185). 

Leather footwear, the leading export 
item, contributed $10,850,970 to the 
total value and represented an increase 
of approximately $400,000; . leather 
belting exports increased from 1,127,- 
603 pounds, valued at $1,754,896, to 
1,210,521 pounds, valued at $1,893,170; 
the value of leather glove exports rose 
from $151,617 to $181,460. Trade in 
pocketbooks, purses, etc., remained 
about the same ($536,769 in 1928 and 
$543,055 in 1929), while bags, suit 
cases, etc. ($152,975) and harness and 
saddlery ($220,267) showed respective 
decreases of $55,000 and $40,500. 

The consuming public demands shoes 
-—more shoes—and in October, 1929, 
the United States shoe manufacturers 
had greater output than in any previ- 
ous month during the period covered 
by the monthly statistics—November, 
1921, to October, 1929 (37,031,732 
pairs). The total production for the 
first 10 months of the current year 
amounted to 311,044,034 pairs. (No- 
vember data not available.) 

This large domestic supply of foot- 
wear was augmented by the importa- 
tion of 7,540,844 pairs of free and 
dutiable shoes, slippers, etc., during the 
11 months ended Nov. 30. The imports 
comprised: Leather boots and shoes 
(free), 5,533,720 pairs, valued at $15,- 
420,047; leather slippers (free), 928,- 
575 pairs, valued at $1,378,505, and 
dutiable footwear, 1,078,549 pairs, 
valued at $289,373. 

As compared with the first 11 months 
of 1928, leather boots and shoes im- 
ported free into the United States in 
1929 increased 137 per cent in quan- 
tity and 107.3 per cent in value; 
leather slippers (free) increased 75.6 
per cent in quantity and 63.5 per cent 
in value, and dutiable footwear 1 and 
3 per cent, respectively, in quantity 
and value. 


Boot aND SHOE RECORD: 





combining THE SHOE Recastan, Jan. 11, 1930 


About 90 per cent of the shoes im- 
ported were for women and out of 
4,916,925 pairs of women’s. shoes, 
valued at $12,885,924, Czechoslovakia 
supplied 3,928,582 pairs, valued at $9,- 
319,684. Austrian shoes ranked second 
in popularity according to import data, 
321,173 pairs, valued at $868,033; 
French shoes third, 285,097 pairs, 
valued at $1,160,866; followed by 
Switzerland and Germany, 156,072 
pairs ($712,722) and 131,978 pairs 
($306,105), respectively. As compared 
with 1,790,737 pairs of women’s shoes 
valued at $5,212,060 imported during 
the corresponding period of 1928, the 
1929 importations increased 174.6 per 
cent in quantity and 147.2 per cent in 
value. 

During the 11 months ended Novem- 
ber, 1929, the United States imported 
399,255 pairs of shoes for men and 
boys, an increase of 10.6 per cent over 
the quantity (361,913 pairs) imported 
in 1928, and the value $2,104,723 in- 
creased 14.2 per cent over $1,842,656. 
Of these imports the United Kingdom 
supplied 274,830 pairs ($1,695,188) ; 
Czechoslovakia 54,962 pairs ($154,- 
Hy and Canada 48,861 pairs ($163,- 

Imports of children’s shoes increased 
from 181,855 to 217,540 pairs, valued 
at $429,400, and were principally of 
Swiss origin (130,156 pairs, valued at 
$319,132). 





To Be Successful 
By Dr. Julius Klein 


Assistant Secretary of Commerce 


If our retailers will divert 
their energies and keen abilities 
in the direction of closer analysis 
and more accurate, item-by-item 
tabulating of the costs of doing 
business, there need then be no 
grave concern as to the prospects 
for this important branch of 
American economic life during 
the coming twelve months. 
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Hess to Open 
Uptown Branch 
in Baltimore 


BALTIMORE, Mp.—N. Hess’ Sons, one 
of Baltimore’s largest retail shoe firms, 
will open an uptown branch store at 
the corner of North Charles and 
Twenty-first Streets. It will be the first 
time in the long history of the concern 
that a branch store will be maintained. 
For fifty-six years the concern has 
centered its retail shoe activities at one 
location. 

The downtown and main location of 
the concern is at 8 East Baltimore 
Street, where a substantial five-story 
building is occupied. At this location 
the concern maintains a men’s shoe de- 
partment on the main floor, a sports’ 
footwear shop in the basement, a 
women’s shoe department on the second 
floor, a junior shop on the third floor, 
a children’s shoe department also is 
maintained. It is a very complete shoe 
shop under one roof. Footwear only 
of the best quality that is always up to 
the minute in footwear fashion is car- 
ried. Hess’ is recognized in this city 
as synonymous with style and quality 
in footwear. The same Hess’ policy 
will be carried out in the uptown store. 

The decision of N. Hess’ Sons to open 
an uptown branch store is in keeping 
with a trend noticeable among leading 
exclusive shoe establishments to open 
uptown branches. Recently Wyman’s, 
another of Baltimore’s leading exclu- 
sive shoe establishments, opened an up- 
town branch store, known as the Junior 
Shop. in the North Avenue Market 
Building, on North Avenue at North 
Charles Street. 

That section at North Avenue and 
Charles Street is fast becoming an in- 
teresting and substantial addition to 
the exclusive retail business field of 
Baltimore. 





Volkwein to Move 


MARIETTA, OHIO (UTPS)—Volkwein 
Bros., an exclusive shoe store, which 
has been in one location for 75 years, 
will move Feb. 1 to a new store room 
as a result of a chain store taking over 
the building in which it has been lo- 
cated. It is the oldest mercantile 
establishment in Marietta to be in one 
location. 


















THIS TRADE MARK 


TRADE MARK 


FULLY COVERED BY U. S. REGISTRATION 


DEAUVILLE Sandals is the trademark name of superior woven 
leather sandals, manufactured exclusively by the Golo Slipper 
Company. 

No other line of footwear is authorized to use the name ‘‘Deau- 
ville Sandals.” It is the legal property of the Golo Slipper Com- 
pany, sole makers of the original and genuine Deauville Sandals. 
This identifying mark ‘‘Deauville Sandals” appears on the soles 
of every pair. And only on genuine Deauville Sandals. 

A far reaching advertising campaign is familiarizing the consumer 
public with this trademark. 

Millions of advertisements are educating store patrons to look for 
the Deauville Sandal trademark on the soles when buying woven 
leather sandals. 





Infringement of the use of this name—‘‘Deauville 
Sandals’’—will be prosecuted. 


GOLO SLIPPER COMPANY 
129 Duane Street New York 








—says the manager of the Globe Department 
Store at Waukegan, Illinois. “We expect a 
healthy return in our children’s shoe business, 
for it has already attracted unusual attention in 
this community.” 


Merry- GE oe Shop 











Gives Your Clerk a 
Chance to Sell 


Appeals to Children’s 
Imagination— 


In they come day after day, tugging RS 1K It’s easy to fit happy children; and 
ae 


R Ya : 
their parents by the hand; eager to show qe NS easy to sell to their parents, when the 
them, and eager to play in its story- youngster’s inind is distracted from the 


book atmosphere. stiffness of new shoes: 








The Merry-Go-Round Shoe Shop will be a drawing card to build up sales in your entire children’s department. We also 
make “Jungle Nook” and “Shoe Zoo,” two equally attractive settings for Children’s shoe departments. 


These are more than fixtures—they are an advertising idea that you can convert into cash. 
Others have done it. May we show you the evidence? Write today for full information. 


AD CRAFTS SHOPS—CEDAR RAPIDS, IOWA 
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The Vogue 


of White 
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Sterns, New York, takes this way of showing white footwear 








Milwaukee Factories 
Show Good Increase 


MILWAUKEE, WIs.—Statistics just re- 
leased on the industrial status of Mil- 
waukee show that the boot and shoe 
industry prospered in this city this 
year. There were twenty-seven firms 
engaged in the manufacture of boots 
and shoes in the Milwaukee area dur- 
ing the year 1929 with a total output 
of $40,121,608. The same number of 
firms were in business in 1928 but the 
total value of the production of all 
amounted to $36,043,183. It can be seen 
from these figures that there was a 
gain of over $4,000,000 in output this 
year over 1928. 

Export business in 1929 was $52,- 
000, while in 1928 it amounted to $74,- 
264. Capital employed in the industry 
during 1929 was $14,887,258 in com- 
parison to $17,298,963 in 1928. Wages 
paid to employes during 1929 in the 
entire industry amounted to $10,507,- 
799, while in 1928 they amounted to 
$9,294,098. The number of employes 
— from 7776 in 1928 to 9021 in 


There was one less tannery in busi- 
ness during 1929 than in 1928. The 
present number operating in this dis- 
trict is 14. In the year 1929 there were 
3744 people employed by tanneries 
against 3834 in 1928. The total value 
of the products of the fourteen tan- 
neries amounted to $30,295,825, while 
in 1928 it amounted to $32,989,635. 
Capital employed in the tanning in- 
dustry in 1929 is given as $22,967,812, 
while in 1928 the figure given was 
$23,525,600. Export business fell off 
considerably in 1929, amounting to 
only $1,510,757, while in 1928 the fig- 
ure of $3,355,257 was attained. 


Cantilever to Have 
Store in Richmond 


RICHMOND, Va. (UTPS) —Sale of 
the shoe business of the late Seymour 
Sycle here to the Cantilever Shoe Com- 
pany has been consummated, and the 
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new owners are now in charge. The 
store at 5 West Brost Street will be 
retained and there will be no change in 
the personnel, it was announced. 

Mr. Sycle was in the shoe business 
here for more than forty years, and 
for a number of years handled the 
Cantilever line. Under the new owner- 
ship there will be no change in policy, 
and S. C. Rooke, for many years with 
Mr. Sycle, will be the local manager. 

Acquisition of the store here makes 
thirty-two in the retail chain of the 
Cantilever Shoe Company, which has 
its headquarters in New York. 

The Richmond store will be in a 
group under the supervision of W. B. 
Derby, whose headquarters are in 
Philadelphia. There are twelve stores 
in Mr. Derby’s group. He is now in 
Richmond in connection with the trans- 
action. 


Gerber Store Enlarged 


MEMPHIs, TENN. (UTPS)—Improve- 
ment and remodeling, with the addition 
of a fifth floor and a new front along 
Main Street has been started by the 
John Gerber Department Store, which 
carries an elaborate shoe department 
for women. E. J. Pearson of Memphis 
has the contract. Joe Wallace, 
Memphis, is the architect. The im- 
provements will cost about $300,000. 
The store with annex extends through 
to Front Street along Court Avenue 
the distance of the block and the recent 
J. G. McCrory store on the south along 
Main Street is added. 


New Kinney Manager 


MEMPHIS, TENN. (UTPS)—W. A. 
Engram has been named manager of 
the G. R. Kinney Shoe Store, 112 South 
Main Street. Mr. Engram was man- 
ager of the Chattanooga store of the 
company for seven years. The Mem- 
phis store is one of 365 operated by 
the company. The store here is being 
altered to some extent and a children’s 
department added. 
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Genuine Goodyear Welt 


Don’t Lose Sales 


for lack of sizes 


Style No. 110—Patent 


3/5 Damp-proof flexible oak soles, C. D. $1.70 
Soft Toe—Leather Wedge Heel 
5%/8, Damp-proof flexible oak soles, 3, C, D 

$1 


-95 
Leather Box Toe—Leather Wedge Heel 
8%/11%, Oak Bend Soles, B, C, D, $2.85 
Leather Box Toe—Rubber Spring Heel 


Style No. 112—Log Cabin Elk 
8%/11% Sizes only, B, C, D, Oak Bend Sole, 
2.35 


Leather Box Toe—Rubber Spring Heel 
All runs; Sole Leather Counters; 
Kid Quarter Linings 


100—Patent 
101—White Elk, White Welting 
Style No. 102—Log Cabin Elk 
Style No. 103—lLight Smoke Elk 
3/5, Damp-proof flexible oak soles, C. D. $1.90 
Soft Toe—Leather Wedge Heel 
5%/8 Damp-proof flexible oak soles, B, C, D, 
$2.15 
Leather Box Toe—Leather Wedge Heel 
8%/11%, Oak Bend Soles, B, C, D, $2.60 
Leather Box Toe—Rubber Spring Heel 
All runs; Sole Leather Counters; 
Red-line-in Linings 


Terms 5% 10 days 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 


Style No 
Style No. 


Aurora Missouri 


Manufacturers of Famous National Park Hiking 
Boots, 6 different styles carried In-Stock 


a 


FRADE MARK 


. RSG. U.S. PAT. orr.” . 

Scientific Health Shoes 
« for ren sw 
Insure Normal Feet 


























Went Over Big at 
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SOLES 





7038—Patent; reptilian trim; 
E-C Process. 


SHOES FOR INFANTS 
And Why? 


1. Smooth Soles! 

2. Tackless; nailless; stitchless; 
waxless. 

3. No channels or relasting. 

4. Soles attached using duPont 
Water proof Pyroxylin Cement, 
under pneumatic pressure. 

5. Smooth linings. 

6. Fashioned Elamwise. 

7. Easy and flexible. 

8. Best of materials. 

9 

0 





. Shoes that FIT. 


7029—Smoked Elk; perforated 


Merchants from all parts of the Country who attended this 
week’s N. S. R. A. Style Show were enthusiastic over 


St. Louis 





7047—Champagne Kid; brown 
lizard trim; E-C Process. 





7043—Smoked Elk Sandal; 





vamp. E-C Process. 10. PRICES NO HIGHER. E-C Process. 
Leading Wholesalers Sell Them. If your jobber hasn’t them ask us. 
Ye Olde Way The E-C Way 
Made with tacks and stitches under the Perfectly smooth soles and no metal in- 
tread—uneven bottoms. side or out. Smooth bottoms. 














F. S. ELAM SHOE CO., Inc., Mfrs. ROCHESTER, N. Y. 


BOSTON: Visit our Display Room, 532 Statler Building, Jan. 14-16 
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Nettleton Subsidiaries 
Increase Capital 


Syracuse, N. Y.—Growth of busi- 
ness is reflected by increase in capitali- 
zation of three of the corporations en- 
gaged in distribution of Nettleton 
shoes. Certificates showing the in- 
creases have been authorized by the 
State were filed recently in the county 
clerk’s office. The approved increases 
total $1,650,000. 

The Nettleton Shoes, Inc., holding 
corporation for the retail stores has 
increased its first preferred stock from 
$1,000,000 which was represented by 
10,000 shares at $100 a share to $2,- 
000,000 by addition of 10,000 shares. 

A total of 9762 of the initial 10,000 
shares was issued. No change is made 
in the second preferred stock which 
comprises 4000 shares of $25 par value. 
None of these shares have been issued. 
Only 30 shares of an authorized 4000 
at $100 a share have been issued of 
the common stock of the shops corpora- 
tion. Total authorized capitalization of 
this corporation now becomes $2,500,- 


Another corporation to increase is 
the New York Nettleton Company, Inc., 
which operates the retail stores in New 
York City. Original capitalization was 
$500,000 in $100 shares with 4002 is- 
sued. The increase is 50,000 shares 
and brings the total authorized capital- 
ization to $1,000,000. 

The Los Angeles Nettleton Company, 
Inc., operating stores in that city, in- 
creases from $100,000 to $250,000. The 
first issue permitted was 1000 shares 
at $100 a share, all of which are issued. 
An additional 1500 shares at $100 a 
share is the increase granted to the 
corporation. 





Meeting Is Held by 
Milwaukee Merchants 


MILWAUKEE, WIs.— The Milwaukee 
Shoe Retailers Association held its 
first meeting of 1930 on Jan. 2 in the 
club rooms of the Milwaukee Associa- 
tion of Commerce. H. Lemay, president 
of the organization, presided, assisted 
by William F. Wuerl, secretary. 

The national convention was dis- 
cussed and the fact revealed that a 
number of local shoe retailers had al- 
ready left for the big event. It was 
also stated that the Milwaukee shoe 
manufacturers would be well repre- 
sented at the convention, as well as the 
Wisconsin Shoe Travelers Association. 

The retailers also had a discussion 
on merchandising plans for January. 
It was stated by several that January 
was the time to stage sales on old stock 
and clear it off the shelves if possible. 
One member declared that he always 
staged sales right after Christmas, be- 
fore the beginning of the new year, and 
in this way attracted the attention of 
the public to his sale before the mer- 
chants in other lines of business put 
on their sales. 


Columbus Shoe Factories 
Now On Busy Schedule 


CoLumBus, OnI0 (UTPS)—The first 
of the year finds Columbus shoe fac- 
tories in excellent position and with 
every prospect for a prosperous and 
busy year. Orders for spring trade 
have been booked which will keep the 
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plants busy for several months and 
travelers are already on their terri- 
tories working for additional business. 
Indications point to fully as 

year if not a better year than 1929. 

The H. C. Godman Co., operating 11 
units in Columbus and Lancaster, after 
closing down during the holiday week, 
opened Jan. 6 with a full force in all 
of the units. 

The G. Edwin Smith Shoe Co., which 
manufactures shoes at the plants in 
Columbus and Newark for the Nisley 
Shoe Co., operating 47 units, is also 
busy and the prospects are exceedingly 
good, according to Raleigh Lee, head 
of the Nisley organization. 

The Riley Shoe Manufacturing Co. 
and the Lape & Adler Co., also in Co- 
lumbus, start off the year with very 
bright prospects. 





Louisville Reports 
Good Holiday Trade 


LOUISVILLE, Ky.— Holiday business 
in Louisville as a whole was very fair, 
leading retail merchants reporting that 
sales were probably about 10 per cent 
below those of 1927, but fairly well up 
with those of 1928. The number of 
sales, with some houses, were reported 
as well up, but the total in dollars and 
cents below normal. Special lines, such 
as bedroom slippers, cleaned up very 
well. There was also fair sales in eve- 
ning slippers for both men and women, 
and fair movement in buckles and spec- 
ialties of one sort or another. 

J. C. Fedler, Jr., of the Boston Shoe 
Co., remarked: “Sales were about 10 
per cent less than for last year, but we 
were very busy, and as a whole have 
no complaint to make regarding busi- 
ness handled. It was a good season. 
Our hosiery department did very well.” 





Another Patent Granted 
to Shoe Form Company 


A patent of considerable importance 
and broad in its scope has recently 
been issued to W. J. DeWitt, president, 
Shoe Form Company of Auburn, New 
York, manufacturers of Fairy Forms 
for displaying shoes and hosiery. 

This patent, No. 1,740,157, covers an 
improved shoe form having incorpo- 
rated in it an expanding feature for 
taking care of width adjustment. The 
form, after insertion in the shoe, is 
adjusted by means of a movable metal 
cross bar and adjustment points to 
perfectly fill out the shoe, preserving 
all of the style lines. 

With this patent, a total of eighteen 
have been granted to the Shoe Form 
Company since 1926, when Fairy 
Forms were first offered to the shoe 
manufacturer. Eleven being issued 
during 1929 with a number of others 
now pending. 





Isear with Wise 


New York, N. Y.— Leonard Isear 
has been appointed advertising and 
sales promotion manager for Wise 
Shoes, Inc., effective Jan. 1, 1930. He 
will also direct the advertising and 
publicity of the subsidiary company— 
Golden Rule Shoes, Inc. 

Mr. Isear was formerly with the 
Hearst organization and more recently 
space buyer and publicity director of 
the Lawrence Fertig Advertising 
Agency, New York City. 
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These Shoes 


Support All 3 Arches 


Both inner and outer longitudinal arches 
are supported by a broad steel shank— 
the metatarsal arch is supported by a 
solid leather insole shaped to the bot- 
tom of the foot. 


In Stock— 


Orthopedic 
Last 
No. 1. 










10—Bik. Evans Ruby Kid............. 4. 
870—Bik. Kid Arch-Support Insole.... “3 
90—Blk. Mellow Kaffor-Calf.......... 4.50 
‘an Mellow Kaffor-Calf.... -.» 4.60 


In Stock— 


Combination 
Last 
No. 2. 





—-s- Drone Kid erevcvceepooncoooes $4.50 

‘ rch-Support Insole..... . 

80—Bik. Mellow Kaffor-Calf... “me oeece <3 
85—Tan Mellow Kaffor-Calf.......... 4.60 





55—Plack Ruby Kid, Kaffor tips...... $4.50 
ee te 

35—Bik. light weight Kaffor-Calf...... 4.50 
25—Tan Light weight Kaffor-Calf...... 4.60 


Terms 2% 20 Days, 30 Days Net 


SHOE COMPANY 


DANVILLE, ILLINOIS 
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ELONGATED SLOT 
PERMITS SLIDING 
ACTION 
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s THE Crawfotd Arch Supporting Shank is as necessary to the 
shoe as the keel is to a ship. The keel supports and gives firm- 
ness fo the frame of a ship, so too the Crawford Shank sup- 

Leos and strengthens the shoe. 


V4 The Crawford Arch Supporting Shank embodies the combi- 
nation of rigidity and flexibility. It is a resilient steel brace 
built into the shoe. A truss, riveted to the under side of the 
shank, keeps it in its original curved shape. One end of the 
shank is slotted and fitted around a split rivet, so that it will 

slide back and forth as the weight of the body is applied and 
removed from the foot, yielding just enough, under pressure, 

to accommodate the natural flattening of the arch. When the 

- foot is raised, it springs back into its original position. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 
Men’s Shoes 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 


























87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 











shoes at $5. This same shoe in a well- 
organized shoe store is worth $6, and 
the manufacturer’s wonderful $5 shoe 
in a badly managed store loses its 
value, and may not be worth over $4. 
Shoes are not like handkerchiefs, in 
which the value is fixed and definitely 
understood. Handkerchiefs don’t have 
to fit—a shoe does, and so the finest 
shoe in the world may lose its value 
because it hurts somewhere . . . some 
way. 

Shoe values depend upon a combina- 
tion of factors. It is not only good 
leather, good shoemaking, proper style, 
the right color; it also requires sizes 
and widths on the shelves, with a clerk 
who knows his customers, knows the 
peculiarities of the foot and fits them 
as they should be fitted, in order to 
bring out the full value of a shoe. 
A lack of any of this detail diminishes 
or even destroys the value of that pair 
of shoes. 

Learn to mark up your shoes, to 
carry all your expenses plus the re- 
ductions that you must make to keep 
your stock clean, plus a net profit of 
certainly not less than 5 per cent. And 
for this, learn to give expert service. 

Will 1930 be a competition of selling 
price or a competition of service? It 
will be a fight to the finsh, and I don’t 
want it to be the finish of the inde- 
pendent shoe merchant. The chain 
store is already in the ring, with a 
punch in each hand, called “price com- 
petition.” Your only defense is “satis- 
factory service.” In his corner is mass 
production, efficient management, and 
organization. Your seconds are cour- 
tesy, a knowledge of your product, and 
a knowledge of human nature. And 
just outside of the squared circle, in 
the ringside seats behind you, is a 
tremendous educational force called the 
Shoe Retailers Association, which can 
give you, in addition to your own per- 
sonal qualities, the knowledge and the 
experience which make for success. 

Now, what is this knowledge? It is 
threefold: the knowledge of what to 
buy, how to organize and manage your 
store, and how to sell. Let us take 
these one at a time. You have un- 
doubtedly heard of the work Mr. Earn- 
est Burrill is doing for the Men’s 
Shoe Advertising Campaign in relation 
to the intelligent buying of shoes. You 
have seen the tremendously dramatic 
chart of sizes, built up with actual shoes 
here at the convention. That is the 
clearest, simplest, and most forceful 
argument I have ever seen in favor of 
making a study of the subject of styles, 
sizes and widths. You lose more sales 
because you haven’t the right size or 
width than you do because you haven’t 
a certain style. There is always a 
style that is near enough to the one 
your customer has in mind, but only 
one size and one width will ever fit a 
customer correctly. 

Then take the subject of stock rec- 
ords, financial records, and the gen- 
eral matter of operating at a profit. 
Every member of the N. S. R. A. has 
the privilege of consulting with the 
Educational Director of-the N. S. R. A. 
and establishing his business on sound, 
economical lines through the use of Mr. 


94 





Take Time By the Forelock 
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Burrill’s stock records and financial 
records, which will give you a daily, 
weekly, and monthly record of just 
where you are at all times. Don’t wait 
until the end of the year, when you 
make out your income tax reports, to 
find out whether you have lost money 
or made money. How many of you 
know, this minute, how much you are 
worth—what your inventory valuation 
is, how much your quick assets amount 
to, how much your outstanding in- 
debtedness amounts to? And yet I say 
to you that unless you know these 
things day by day you might just as 
well not know them at all. 

Now we come to the very important 
subject of how to sell. I wonder if 
the retailers as a group all over the 
country have not been guilty of too 
much attention as to WHAT to buy, 
rather than HOW to sell. I submit 
that, first of all, there must be a new 
frame of mind in the retail shoe in- 
dustry. You must realize that you 
are not selling so much upper leather, 
so much trimmings, so much thread. 
Some of you are already past that 
stage. All right, what are you selling? 
Style, appearance, fit, quality? I’m 
here to state that there is a step in 
advance even of that, and until every 
shoe merchant realizes this fact not 
much progress will be made in the mer- 
chandising of shoes. 

What we shoe merchants must learn, 
and what we must teach to every last 
one of our clerks, is that in selling a 
shoe we are selling pride, self-respect, 
self-confidence, a more optimistic out- 
look on life; in other words, what we 
are really selling is success. 

Don’t be so foolish as to think that 
you can sell shoes cheaper than the 
other fellow. It isn’t in the wood. 
Then why promise it, why pretend it, 
why build upon such a worthless foun- 
dation? Always remember that shoes 
are like eyeglasses; unless properly 
fitted they have no value. This is the 
message that I want the N. S. R. A. 
to preach. We will justify our As- 
sociation when we educate the retailers 
to the principles of a scientific, engi- 
neering distribution plan. 

Then also will the consumer fare 
better, for the failure of today, as a 
result of incompetent retailing, has 
added to the cost of the consumer’s 
bill. We then will also be doing a 
great service to the industry as a 
whole, because the better we can make 
the retailer, the more prosperous, the 
more successful he is, the better will 
be the industry as a whole. It is our 
duty to educate ourselves so as to be 
worthy representatives of the splendid 
product that the manufacturer and the 
tanner can deliver to us. We can help 
them by keeping them posted on cur- 
rent fashions through our close under- 
standing and contact with the great 
American public, so that our product 
will always be in enthusiastic demand 
and be distributed on a bankable basis. 

Not long ago, one of the large chain 
organizations sent a questionnaire to 
its various managers. One of the 
questions was, “Who is your strongest 
local competitor?” Seventy-two per 
cent of the chain store managers 





named some independent retailer in his 
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city whose competition he most feared. 

If I asked you the reason for the 
inroads which chain stores have made 
on the business of the independent re- 
tailer, 95 per cent of you would say 
it is because they are able to buy 
cheaper and sell cheaper. I wish to 
state emphatically that this is not the 
reason, and the sooner we shoe mer- 
merchants get this out of our heads 
the quicker we will start to build our 
businesses along the right lines. Our 
problem is not one of buying and price, 
but one of selling and service. 

I wish to call your attention here to 
the facilities which the National Shoe 
Retailers Association has built up to 
give retailers everywhere the necessary 
information to put into practice the 
things which we have spoken of as 
necessary to the successful operation 
of their business. It is a pleasure for 
me to state, as President of this As- 
sociation, that we have in the Asso- 
ciation complete detailed information 
on all of the subjects which I have 
mentioned. It is all there if you will 
use it. Additions to the regular ser- 
vice which our Association has had 
have come through the inauguration of 
the great National Advertising Cam- 
paign which the National Shoe Re- 
tailers Association has sponsored. If 
there is one thing which a member- 
ship in this campaign can give to any 
retailer, it is right thinking. Nobody 
can read the bulletins which our cam- 
paign committee have prepared and 
sent to its members without getting 
suggestions which will carry them over 
many a rough road. The campaign 
has given the average retailer an ac- 
counting system for his store and 
an outline of right thinking along mod- 
ern merchandising lines which every 
shoe store must have today to be suc- 
cessful, and to compete with other types 
of stores that have developed these 
factors to the last degree. 

I have made the position of the re- 
tailer, his problems, and how to correct 
them the main portion of my address 
with the hope that it may stimulate 
a large number of you who may now 
be sustaining a loss or a very meagre 
profit, to change your methods of doing 
business. 

If our Association can only impress 
upon the retailer the necessity of 
utilizing the things which the Associa- 
tion has made possible for them, the 
Association will stand as one of the 
greatest mediums for good and prog- 
ress in this land. 

It is with this education in mind that 
the advertising campaign was inaugu- 
rated. It has shown tremendous re- 
sults in educating the mind of the re- 
tailer to the great possibilities of an 
increased production and distribution 
of men’s shoes, and if there is any one 
here today who does not know the 
value of the campaign in dollars and 
cents to his store, I urge him to consult 
with the campaign representative here 
at the convention. We have lifted the 
men’s shoe business out of the trench 
of the commonplace, have given it 
color, style and romance, so that today 
a man will listen not only to the tailor 
and the haberdasher, but will also in- 
sist that the shoe man advise him as 
to how to complete his ensemble in 
good taste and in such a manner as 
will “mark the man.” 

Gentlemen, this industry, our great 
shoe industry, doing a total business 
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of approximately $3,000,000,000, could 
well spend $1,000,000 a year in this 
educational effort. Not only on men’s 
shoes, but also to cover the whole in- 
dustry, to keep the standards of 
American footwear the highest in the 
world. + 

I see by the Department of Com- 
merce figures as of October 31st, that 
the production of men’s shoes was 
3,500,000 pairs ahead of last year, 
and I largely attribute this remarkable 
increase to the influence of the Na- 
tional Advertising Campaign which has 
stimulated an increased demand among 
our customers through its millions of 
advertising lines. 

Before I close I want to thank the 
industry as a whole for the unvaried 
confidence and support they have given 
me. It is the only reward that en- 
courages me in the work of endeavor- 
ing to establish an ideal industry, a 
prosperous industry, an industry with 
a personnel that I will always be proud 
of, an industry that is interesting be- 
cause it has something more in it than 
just merchandising. It ministers to the 
comfort of man, of woman, of child, 
and yet has the spirit of commerce in 
it. It isn’t wholly scientific, it isn’t 
wholly commercial. 

We are engaged in a wonderful in- 
dustry that has a great influence in 
the world’s work, and I ask you to 
be proud of it. But remember that no 
industry progresses without profit. 
When any industry ceases to be profi- 
able it loses interest, it loses brains, 
and finally goes down in the slough of 
despair. Therefore, I pray you in the 
interest of the American people, in 
the interest of economical distribution, 
to learn how to profit so that you will 
be able to take your proper positions 
in the general business organization 
of our country for the welfare of the 
United States. 

The men here assembled are leaders 
in a great retail activity which dis- 
tributes more than a billion and a half 
dollars’ worth of footwear to the pub- 
lic of this country, and are engaged in 
a tremendous industry which repre- 
sents a yearly value of over three 
billion of dollars. 

We retailers, manufacturers, tan- 
ners, and all others are mindful of 
our obligation to the nation as a whole 
and specifically to the great leader who 
has been chosen to guide our destinies 
in the years to come. It is an honor 
for me, as the executive head of Na- 
tional Shoe Retailers Association, to 
propose that we here assembled ex- 
press to President Hoover our con- 
fidence in the established institutions 
of this country; our faith in the leaders 
who have been chosen by the inspired 
voice of their countrymen at the last 
national election; our belief in the 
soundness of the economic structure 
on which rests the future welfare of 
every individual and family; and our 
determination to express these con- 
victions in a program of optimism, 
constructive effort, fair play, and that 
form of individual and collective hard 
work on which—and on which only— 
national prosperity rests. 

As President Hoover himself has 
said, “Indeed, if I were to select the 
social force that above all others has 
advanced these past years, it is that 
of service—service to those with whom 
we come in contact, service to the na- 
tion, service to the world.” 
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The Daytime Slipper 


First quality upper stock, genuine 
leather counters, turn construction ; 
extra fine leather soles in natural 
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Then a great humility took possession 
of him. He looked at Brinstead and 
said: “No, sir. You should send your 
nephew to someone else. I haven’t the 
vision you have.” 

Brinstead smiled as though he were 
enjoying a joke all to himself. “Boy, 
you must not expect to grow an old 
head too soon. It is partly because you 
are willing to learn that I want Jack 
to learn with you. So many young men 
are so clever that they will never learn 
until they are hurt by the hard school 
of business economics. Keep your level 
head, avoid thinking you know so much 
and you will grow. I know of little 
that kills growth so surely as stupid 
self-appreciation. Be dissatisfied with 
yourself, and there is more chance that 
others will be satisfied with you. But 
I fear I get prosy. Suppose you think 
over my suggestion and let me see you 
in the morning.” 

“I’m awfully sorry, Professor, but I 
can’t do that.” Billy felt very embar- 
rassed as he spoke. “But in the morn- 
ing I promised to go to the hospital to 
see Acks—he works for me and is get- 
ting over appendicitis. The doctor says 
he should be out in two weeks, but he 
should then go away for another two 
weeks for a rest before getting back on 
the job.” 

“I understand.” Brinstead nodded 
his head slowly. “I think that’s a fine 
thing to do. But perhaps we could 
meet in the afternoon?” 

Billy felt more err than 
ever as he stammered, ‘ ae ‘ 

D+ 3 ‘« ee ; 1 want ‘t talk 
. could you . .? er.’ 

Brinstead chuckled and asked, “What 
is her name? 

“It’s June, Professor, and she. . . 
it’s June.” 

“And do you expect to see her to- 
morrow night?” 

“Yes, she looks after the books in 
the evening; when she’s finished her 
regular work.” 

Brinstead scowled slightly and ab- 
sently took out his watch, but never 
noted the time. Then his brow cleared 
and he asked: 

“Will you and . . . June have din- 
ner with me next Friday evening? I 
should be honored to meet her.” 

—  - . I mean, thank 
you, Professor. I’m sure she will be 
glad to.” 

He told his father about the matter 
that evening and waited to hear what 
he would say. “I fear, William, that 
I am incapable of rendering any con- 
structive suggestion on the matter. On 
reflection, though, it would seem to me 
that it is a matter of personalities as 
well as of business.” Mr. Rogers nod- 
ded his head slowly as he spoke, 

“Just what do you mean by that per- 
sonality dope, Dad?” 

“I mean, my dear boy, that if you 
have a partner he should be someone 
who is congenial to you, and with whom 
you can work on terms of equality and 
of mutual respect. Is my meaning 
clear?” 

“Absolutely, Dad, and as usual you 
are right.” 

First thing in the morning, Billy 
visited Acks at the hospital. His as- 
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sistant was sitting up and spoke of 
his early return to work. Billy talked 
with him for half an hour, but his 
thoughts were on the new possibilities 
of business. As soon as he could he 
left “Lilacs,” and after a brief time in 
the store he walked to Parker’s store. 

“Hello, Billy.” His old boss caught 
him good-naturedly by the arm. “You 
look as if you had come from a trip 
to the moon. Did you have a pleasant 
visit with Brinstead last night?” 

“Did I? I'll tell the world I did. 
And that’s what I wanted to talk about 
with you if you could give me a few 
minutes.” 

“Come into my office.” Parker led 
the way up to his office on the little 
mezzanine floor at the rear of the store. 
“Of course, I know something of what 
Brinstead wanted to tell you for he 
talked about it with me. I told him 
that it would be a good thing for his 
nephew to work with you for a time, 
but, of course, I could not advise on the 
desirability of it from your end.” 

“Gosh, Mr. Parker, I’m awfully 
pleased you think I’m getting along 
all right; but, honest, I’m scared of this 
new plan. I’m really not able to teach 
the fellow much. I make too many silly 
mistakes myself.” 

“That’s true, Billy, and you will make 
’em as long as you are in business. But 
after all you are profiting by experi- 
ence, and that’s the best thing about 
you, as I told Brinstead.” 

That evening he and June talked 
about the matter until quite late. June, 
sensible, level-headed June, was for 
once controlled by her feelings. She 
wished Billy to do what was best for 
him, yet she dreaded someone coming 
into the business who might take her 
place as “Billy’s right-hand man.” 

“I suppose I’d lose my job, for this 
Jack would want to keep the books.” 

“‘This Jack’ will do as I say; at 
any rate until we see how he shapes 
up. And, gorgeous, no one can ever 
come in here unless it suits both of 
us. I mean you and me, good looking, 
for after all it’s our business.” 

“Why don’t you tell the professor 
that you will do nothing until you 
meet this Jack. Anyhow, big boy, you 
must decide it for yourself.” 

“Gee, that’s all the help I seem to 
get. ‘You must decide it.’ I wish you 
would say what you think I should do, 
and then I’ll do it.” 

After June and Billy left Professor 
Brinstead the next evening, they said 
nothing until they had walked a few 
blocks on the way to June’s home. Then 
she said quietly: 

“Billy, he’s a darling, I think. And 
the way he talked ‘about having a defi- 
nite objective in business thrilled me. 
If his nephew is as fine a man as the 
professor, he will be all right. I shall 
be very glad to see him when he comes 
to Fretton next week.” 

“I’m glad that Brinstead agreed with 
us that it should be the next step. 
That is, meeting each other. But I 
don’t think I want him. You seem to 
be getting too interested in him.” Billy 
gave a sly glance at June as he spoke. 
That young lady merely looked indif- 
ferent and said: 





“Well, old hot, a girl should look 
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over the market very carefully before 
she decides.” 

Billy merely smiled happily and gave 
June a hug. 

It was left that Billy was to think 

over the matter from every angle. 
Brinstead urged him to be absolutely 
frank in the matter. “For,” said he, 
“the only way to consider the matter 
is with the utmost frankness on both 
sides.” 
But within forty-eight hours another 
matter cropped up that gave Billy so 
much to think about that even Pro- 
fessor Brinstead’s proposition was rele- 
gated to a back seat. 





Ohio Store Observes 
70th Anniversary 


MEDINA, OH1I0O—Announcement of the 
seventieth anniversary of the Griesin- 
ger shoe store is a reminder that this 
institution is the oldest in the busi- 
ness community of Medina, dating 
from the establishment of a shop by 
Andrew Griesinger, father of Chris 
Griesinger, in a room about where the 
Old Phoenix bank now stands. He had 
for equipment a bench, one kip skin, 
his tools and a side of sole leather. 

Griesinger had come from Wurtem- 
burg in 1854 and had worked two years 
in New York before coming to Medina 
to work for Chris Blackford, then the 
local shoemaker. It is believed the 
Griesinger store is the oldest shoe store 
in Ohio. 

A pair of boy’s boots, made in 1857, 
is on display in the store for the an- 
niversary, illustrating the advance in 
comfort in the years. 





$75,000 to Be Spent on 
Eastwood Alterations 


ROCHESTER, N. Y. (UTPS).— Re- 
modeling which will cost approximately 
$75,000 was begun by William East- 
wood & Son Company, retail shoe mer- 
chants at its proposed new quarters, 
29-31 East Avenue, Jan. 2 The com- 
pany bought the building a year and 
a half ago. When alterations to re- 
make it into a modern retail shoe store 
are complete the company will have 
spent more than $400,000. Its main 
store at 176 Main Street East will be 
abandoned. The branch store at 9 State 
Street will be continued. 

First and second floors will be re- 
modeled into retail departments. The 
repair department will be housed on 
the third floor. The basement will be 
used for storage. 

The Eastwood company is one of 
the oldest and largest in Rochester. 
Begun in 1858 under direction of Paine 
Bigelow, it passed to his son-in-law, 
William Eastwood. Sons of Mr. East- 
wood and John N. Pierce, his partner, 
then succeeded to the business. Of- 
ficers of the company are President, 
Albert B. Eastwood; vice-president, 
George H. Trentman, and treasurer, 
Madison H. Pierce. 





New Miami Beach Store 


MiaAMI, Fita., (UTPS).—A complete 
boot shop has been opened for men 
and women at 841 Lincoln Road, 
Miami Beach, by Sewell Brothers, the 
oldest dealers in shoes in Miami. 
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Sewell’s have operated a bootery at 
Miami Beach for a number of years 
but not at the present location. They 
are now in the heart of the fashionable 
shopping district. Only merchandise 
of the highest type is carried in this 
shop. During the season many persons 
of national importance purchase their 
footwear from the Sewell Beach Shop. 





New Store Opened by 
Northwestern Leather 


Boston, Mass.— The Northwestern 
Leather Trust Co, is starting 1936 in 
new and enlarged quarters comprising 
the entire street floor and basement at 
93 Lincoln Street—a location made 
familiar because of its occupancy for 
. ane time by Rousmaniere-Williams 

0. 

Extensive alterations have converted 
the main floor into a spacious store, 
exceptionally well lighted, and with ex- 
ecutive, sales and accounting depart- 
ments, as well as the hide buying de- 
partment, arranged along one side and 
the rear. Stock is stored in the base- 
ment, reached by a stairway from the 
center of the store floor. 

Open house to the trade is being held 
by President Ralph Pope and Sales- 
manager “Ted” Tewksbury. 





J. Fred Pratt Dies 


Cuicaco, Inut.—J. Fred Pratt, who 
passed his business career as a member 
of the Chicago shoe trade died Dec. 26 
at Sarasota, Fla., where for the past 
eight years he had been accustomed to 
spend the winter months. His earlier 
years in the shoe field were passed in the 
employ of Phelps, Dodge & Palmer. 
Later he had full charge of the selling 
and did much of the buying for the job- 
bing department of M. D. Wells & Co. 
When the latter organization passed out 
of the business picture Mr. Pratt re- 
organized the Smith-Wallace Shoe Co., 
and was its president for many years. 
Some eighteen years ago he retired 
from the shoe field. 





Weil With Globe Shoe Co. 


SAVANNAH, GA. (UTPS).— Milton 
Weil, long identified with the shoe busi- 
ness in Savannah, has become manager 
of the men’s department of the Globe 
Shoe Co., which recently opened in its 
new home on East Broughton Street. 
He will also assist in the buying for the 
firm. Mr. Weil has been identified 
with the shoe business in Savannah for 
twenty years. For a long time he was 
connected with E. A. Weil & Co., as a 
buyer, and later manager of Adler 
Shoe Co., wholesale distributors, also 
looking after the buying. 





Leather Co. Buys Plant 


BROCKTON, Mass.—The United 
Leather Co., of which Vito Nuvo is 
president and treasurer, has purchased 
a two and a half story building on 
Water Street which it will use for fac- 
tory purposes. The company has been 
a tenant in the building for some time, 
sharing the plant with the Quality 
Leather Co. Mr. Nuvo intends to build 
a sizable addition to the plant to pro- 
vide for an increase in his business. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


8 Os Fe ee ee 








ROMEOS AND VENTILATED OXFORDS 





Buyers 
THE FRIENDLY SHOE CO. 


Milford, Mass 
Harry L. Du Brin, Sales Mor. 











TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 














ALL LEATHER IMPORTED CZECHO SANDALS 
72 PAIR TO A CASE 





Sample Cases of Berta, Sonia and Rigs can be shipped 
now for your inspection from New York. 
Irwin W. David, General Manager 
THE R. STERN CO., 303 Fourth Ave., New York 








WHERE TO BUY 


Shoe Ornaments 














THE 


REYNOLDS <é{/(> COMPANY 


7 Eddy Street 
Providence, Rhode Island 
MANUFACTURERS 
SHOE ORNAMENTS 


and 


JEWELRY NOVELTIES 
EXCLUSIVE DESIGNS 



























WHERE TO BUY 


Dancing Sandals 


% KENDALL’S 
For a 


IN STOCK 


IN GREY AND 
FAWN. 














A SIDELINE 
MONEY 
MAKER 
















- : 
KENDALL SHOE COMPANY 
— HAVERHILL, MASS. 











WHERE TO BUY 
Dancing Tabs 








CLOG DANCING TAPS 


Swansen ‘  Ritaer 
Sts.. Phiiade’ghis 
os Angcles 
1162 Se Hil St. 























Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear a>d 
accessories. Ar 
once delivery. 
Send for catalog. 





Coast Representative: 
MR. A. F. WINSLOW 

5205 El Rio Avenue, Eagle Rock 
Los Angeles, California 











WHERE TO BUY 
Skating Shoes 








@€@THCO 
SKATING SHOES 
No. C5300F—A!! sizes in stock 

sees ee THEOS 


Athletic Shoe Co. 
914 N. Marshfield Av. 
Chicago, I. 




















CATS AND CACTUS 











Here is as clever a window as opens the New Year for Hunt & Tellan 
of Anaheim, California. The scenery in color, the shoes on sand and 
live cactus 








1929 Breaks 1928 Records 
in Brockton District 


BROCKTON, Mass.—Footwear made 
and sent out from this city during 1929 
shows an increase of 73,935 cases over 
1928, an increase in doliar value of 
nearly $9,000,000. Total cases shipped 
in 1929, including those shipped by 
freight, truck and parcel post, amount- 
ed to 589,058 cases, as compared to 
515,123 cases for 1928. 

Figuring on the basis of 24 pairs to 
a case, and an average of $5.10 per pair 
valuation, the 14,137,392 pairs of shoes 
turned out in local factories this year 
were worth $72,000,699.20. Last year 
the output was 12,362,952 pairs, worth 
approximately $63, 041, 055.20. 

October was the high month for pro- 
duction in the city, a total of 57,937 
cases being shipped during that month, 
with March a close second. Shipments 
by months follow: January, 39,961; 
February, 38,812; March, 54,619; 
April, 46,137; May, 49,648; June, 40,- 
727; July, 47,321; August, 47,611; Sep- 
tember, 48,832; October, 57,937; No- 
vember, 32,034; December, 30,919. 
December, during the usual year-end 
seasonal slump, hit a low total for ship- 
ments for the year, but the figure was 
slightly higher than the mark of a year 
ago, showing that conditions were not 
abnormal. 





Lynn Stylists Predict 
Big Run on Pumps 
LYNN, Mass.—Pumps and more 


pumps is the common report here as 
factories get under way on the busi- 
ness of the new year. There are plain 
pumps, opera, regent, and _ strap 
pump, gore pumps that are called step- 
ins, latticed pumps, and pumps pierced 
with many perforations, and pumps 
tipped and foxed to make them sporty. 
One fast style firm reports all pumps 
excepting a few ties, and another says 
“nothing but pumps.” Of course, there 
are other types. But the signs point to 
the biggest pump season yet. Hence 
study of lasts for pumps should fit like 
the proverbial paper on wall if they 
are to fit right, and, also, study of 
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counters, for the counter is relied upon 
to nug the heel and the side wall of 
the foot. 

It will be a colorful season, accord- 
ing to common testimony. But what 
coors will be best cannot be told until 
after the buyers make their selections 
in these January markets. The same 
may be said of the volume of business. 
Tanners, already actively operating, re- 
port for beiges, sun tans, light browns 
and like tones to be leading for volume 
business, with some of the light greens 
and blues and some grays; also a vari- 
ety of fancy grains, with snakes as 
the leading reptilian stock. Of late, 
shoe manufacturers have into North 
Shore leather markets for considerable 
quantities of leather. 

Albert N. Rothermel, who was for- 
merly with Oscar Scherer & Bro., has 
joined the sales staff of the Benz Kid 
Co. of Lynn and will represent these 
tanners of kid leather in New York and 
as far west as St. Louis. 

Joseph Carder, who was with Dun- 
gan, Hood & Co., also has joined the 
staff of the Benz Kid Co., and will 
travel among factories of the North 
Shore and South Shore districts as well 
as about New England generally. Fred 
Frey, of Wrigley, Frey & Johnson, of 
Lynn, will be inside merchandising man 
for the Benz Co. at the Lynn factory 
and the Boston salesroom. Edward F. 
Winslow, of the firm, is general man- 
ager of the merchandising department, 
directing sales in both the domestic and 
the foreign fields. 





Cincinnati Factories 
Begin Spring Run 


CINCINNATI, OHIO — Business right 
now is rather slow at retail, although 
figures for the entire year of 1929 will 
show that business was at least on a 
par with that for 1928 

Most of the shoe factories are run- 
ning on full time schedule, as a suffi- 
cient volume of spring business was 
booked during the month of December 
for early delivery, to keep them going. 
Sales conventions are being held this 
week and next, and favorable reports 
on business are being heard from most 
sections of the country. 
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MONSTER AND MIDGET 

















Size 154 and size 000 shown at the N.S.R.A. convention in St. Louis 
—one made by the Endicott-Johnson Corporation and the other by 


the A. E. Nettleton Co. 








Meeting of Boston Club 
Scheduled for Jan. 22 


Boston, Mass.—‘‘America’s Present 
Position Among the Nations” will be 
the subject of an address by Prof. 
Alden G. Alley, a prominent member 
of the faculty of the New Jersey Law 
School at the next dinner-meeting of 
the Boston Boot and Shoe Club, Jan. 
22. Professor Alley holds high rank as 
an authority on international questions, 
and his address is being looked for- 
ward to with much interest by the 
members of the club. 

The dinner will be held in the Hotel 
Statler at 6 p. m., with President 
Augustus H. Vogel, Jr., as toastmaster, 
and the exercises will include several) 
other interesting highlights. 

For its closing dinner of the 1929- 
1930 season, Feb. 19, the club is ar- 
ranging a program that will be of spe- 
cial interest to everyone in the in- 
dustry. 


Anniversary Celebrated by 
Thomas S. Childs 


HOLYOKE, Mass.—Jan. 4 was the 
fortieth birthday of one of the best 
known retail shoe firms in the country. 
It was on this day in the year 1890 
that Thomas S. Childs entered the re- 
tail shoe business in this city and laid 
the foundations for what has proved 
to be one of the most consistently pros- 
perous merchandising institutions in 
the shoe industry. 

Mr. Childs, who is the son of the late 
B. W. Childs, senior partner in the 
old-time shoe wholesaling firm of 
Childs, Smith & Co., of Worcester, 
Mass., came to this city early in 1890 
and purchased the business of C. A. 
Corser, whose store at 85 Dwight 
Street was then the largest and best 
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in the city, Mr. Corser retiring because 
of poor health. Mr. Childs retained the 
entire seliing staff, which had retained 
its education under Mr. Corser, and 
continued many of his predecessor’s 
policies, changing always with the 
change in the times, keeping abreast 
of ali modern developments as he en- 
countered them, and building gradually 
but surely. 

Special window displays and interior 
decorations marked the anniversary of 
the store, beginning a few days before 
the actual anniversary date and con- 
tinuing for several days afterward. 


W. F. Hooley with Daly 


LYNN, Mass.—William F. Hooley, 
well known as a shoe stylist and mer- 
chandiser, has become associated’ with 
Daly’s Golden Rule Shoe Co., of this 
city, to take charge of merchandising 
and sales and to develop the company’s 
line of turn footwear. Mr. Hooley en- 
tered the shoe business some years be- 
tore the war, being first with the G. W 
Herrick Shoe Co. and, later, with the 
P. J. Harney Shoe Co. Following the 
war he returned to the Harney com- 
pany, leaving them to establish his own 
company, the W. F. Hooley Shoe Co. 








Carton Company Busy 


RANDOLPH, Mass.—C. Lloyd Claff 
was elected president and treasurer, 
and Mrs. Marv R. Claff, Chester E. 
Claff, and Leslie A. Claff were named 
directors of the M. B. Claff & Sons, 
Inc., at the annual meeting held last 
week. The report of the president 


showed enough business on hand to 
keep the Claff plant busy until next 
July. Besides making paper shoe car- 
tons, the concern also manufactures 
automatic machines for manufacturing 
the cartons. 
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WHERE TO BUY 
Ballet Slippers 








BALLET SLIPPERS—IN STOCK 


ef the unusual kind 
Bie2 Bik. Kid Hand Ture 
Seft Tee 





Child’s 6 to 11—$1.35 

Misses 11% to 2— 1.40 

Women’s 2% to8— 1.45 
Also Hard Toes 


SCHWARTZ & 2 Inc. 
lalists in Gallet and Com Silppers 
241 No. lith St., Paiisdelphia, Pa. 

















Black Kid 
Expertly Contenet 


sees & 
Women's Chitryn . 













Rights and Lefts 
Two Grades 
Wos. Miss. Ohi. 
$1.50 $1.45 $1.40 
1.85 1.80 1.25 
In Stock 


wm. 
SUMNER 
SMITH 








325 West Monroe Chicago, Il. 





WHERE TO BUY 


Puttees 











RAPID TURNOVER 
UNUSUAL PROFITS 
on a 
Small Investment 
with 
Williams 
Nationally Advertised 
Leather Puttees 


Always IN STOCK. 
Men's and Boys’. 
Various Styles. 


Write for our proposition. 


e Williams 
Manufacturing Co Ca 
Mfrs.of Leather Puttees 
PORTSMOUTH OHIO 























WHERE TO BUY 


Store Fixtures 


HAVE YOU A COPY OF THI 
NEW GOODWIN CATALOG 
STORE FIXTURES 


of SHO! 
and STORE INSTALLATIONS 
« I GOODWIN &€ 
Worcester 











WHERE TO BUY 
Spats 








Manolis Spats 
Can’t Be Beat 








Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 


LYONS & COMPANY 
122 Duane Street New York, N. Y. 








DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 
Sie.sd to $56.00 per doses 
BSempics on Request 
STAR FOOTWEAR MF@. 
Howard and Norris Sts. 



















































IN STOCK FOR 
IMMEDIATE 
DELIVERY 

A coraplete stock 
ef fine spats to 
retail from $1.50 
te $5.00 insures 
immediate de 
livery. 


S. Rauh & Co. 
650 Sixth Ave 
New York 








SPARTON 


SPOTPRU ppATs? 


Rhy 


BEFORE 
2) pp OP cy 
and presto!—a fresh spat. 
Twice as casy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO 





This new 
idea tm opate 
thie fall will 
make you 








Do You Know? 


| ong ou can buy or sell it through 


to Buy” column. This 
feature in jts quick service is a time 
saver in meeting immediate needs. 























Selling Sunshine 


















The Saks 34th Street Store shows outing footwear early in January 








MINNEAPOLIS, MINN.—With reduced 
rates by the railroads, prospects of 
good business next spring and the op- 
portunity to take a brief vacation in 
the Twin Cities, it is expected a big 
crowd will attend what President J. 
Langley calls a “lunch and learn” con- 
vention, the second annual meeting, 
Jan. 27-29, of the Northwestern Shoe 
Retailers Association, in the Nicollet 
Hotel, Minneapolis. 

The annual dinner-meeting of & 
officers and directors is set for 1 p 
the day previous to the opening. a. 
day morning following will be devoted 
to getting the convention machinery in 
order and after luncheon the call to 
order will be sounded, when Governor 
Theodore Christianson will speak and 
W. H. Gernes of Ames, Iowa, will wel- 
come “our freinds, the exhibitors.” 
President Frank Bailey of the shoe 
travelers will respond. Two addresses 
will be made. James H. Stone of Chi- 
cago, manager of the National Shoe 
Retailers Asseciation, will talk on “The 
Shoe Association and the Retailer” and 
Ernest A. Burrill, Boston, chairman of 
the N. S. R. A. plan and scope com- 
mittee, on “The Way and How of a 
Budget.” In the evening the annual 
Cinderella contest is to take place. Mr. 
Burrill will meet with the traveling 
salesmen at breakfast the second day 
for a chat on pat topics. After inspec- 
tion of exhibits, the sessions will begin 
with luncheon when E. A. Rice of La 
Crosse, Wis., will preside. Miss Clara 
Rue, fashionist with Schunemans and 
Mannheimers, St. Paul, will speak on 
the trend of women’s garments for 
spring. Two round table subjects to 
follow will be women’s footwear styles 





and colors, led by A. Roufa of M. L. 
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Northwestern to Meet Jan. 27 


Two-Day Convention Will Be Held in Minneapolis—Governor 
Christianson Will Welcome Delegates 


Rothschild & Co., Minneapolis, and 
merchandising children’s shoes, led by 
C. A. Kilbourne, Minneapolis. Arthur 
L. Evans, Boston, director, Educational 
Institute for Retailers, will talk on 
“Training Retail Salesmen.” 

The annual banquet is to be in the 
hotel ballroom in the evening, with 
Ross Bates, regional governor of the 
N. S. T. A., as toastmaster. Two min- 
ute talks will be the program before 
the dance. 

Ira Welch of Atlantic, Iowa, is the 
presiding officer for Wednesday after- 
noon. W. S. Arant will conduct the 
round table on handling the customer. 
A. S. Johnson of Sioux Falls, S. D., 
will handle the round table on ge 
the stock clean and O. J. Benton 
Austin, Minn., the session on the shoe 
retailer and his community. The usual 
award of prizes, reports, election and 
choice of convention city for 1931 will 
close the convention, to be followed by 
a meeting of the new board. 





Hosiery to Be Featured 
at Boston Style Show 


Boston, Mass.—Visitors at the 
Eighth Annual Boston Shoe Style 
Show, to be held in the Hotel Statler, 
Boston, Jan. 14, 15 and 16, are to have 
an opportunity of seeing the newest 
styles and shades in hosiery worn with 
the latest footwear creations. 

Through an arrangement with the 
Everwear Hosiery Company, of Chatta- 
nooga, Tenn., the new spring shades 
and styles in Everwear ladies’ hose 
will be worn by all models in the shoe 
style show. 
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Findings Plant in New . 
Location Following Fire 


Boston, Mass.—Fire, which origi- 
nated in a building next door on the 
night of Dec. 27, completely destroyed 
the factory and stock of the Silverite 
Gutterman Company, shoe findings 
manufacturers at 76 High Street, this 
city. New quarters have been leased 
at 212 Summer Street, and factory 
equipment is now being assembled at 
a rate which makes it certain that mer- 
chandise shipments can be resumed not 
later than Jan. 15. The old factory, 


as well as stock on hand, were fully. 


covered by insurance. 





New Slipper Company 


BROCKTON, Mass.—A new manufac- 
turing concern which will begin opera- 
tions here soon is the Joseph Lang Co., 
with a factory at Belmont Street and 
Warren Avenue, which will specialize 
in the manufacture of high-grade 
sheepskin slippers for children and 
adults. The head of the company, 
Joseph Lang, has been actively identi- 
fied with the shoe business for 20 years 
and for some time was a partner in 
the Comfort Products Co., from which 
business he retired to go into manu- 
facturing for himself. 


Will Devlin Dies 


Fort SMITH (UTPS)—Will Devlin, 
former shoe dealer of Fort Smith, Ark., 
died this week at Chickasha, Okla., 
where he had lived recently. Burial 
was in Chickasha. Mr. Devlin was born 
in New York and came to Fort Smith 
when a small boy. He was engaged in 
the shoe business with his father and 
brother in Fort Smith for several 
years. In Chickasha he also operated 
a shoe business, known as the Devlin 
Shoe Store. 








Officers Elected by 


York, Pa., Association 


York, Pa.—Officers were elected, 
plans were made for the annual em- 
ployes’ banquet, and plans for attend- 
ing the annual convention of the Mid- 
dle Atlantic Shoe Retailers’ Convention 
in Philadelphia were made on Monday, 
January 6, at the annual meeting of 
the York Shoe Retailers Association, 
held in the M. & L. Shoe Store, Mose 
Leibowitz, proprietor, in York, Pa. 

The officers elected are: President, 
Mose Leibowitz; vice-president, Sam- 
uel Bruggeman; secretary, Cletus 
Reineberg, and treasurer, Charles 
Martin. 

The annual get-together banquet of 
the employers and employees will be 
held some time in February, the def- 
inite date to be decided upon by the 
committee. The committee in charge 
plans to have a speaker of national 
prominence to address the employees 
and their hosts, and a motion picture, 
“The Romance of Rubber,” will be 
shown at the meeting. The general 
public, and especially those interested 
in rubber, will be invited to attend the 
meeting. 

Many of the York merchants are 
planning to attend the Middle Atlantic 
Shoe Retailers Association convention 
in the Adelphia Hotel in Philadelphia 
on January 21, 22 and 23. Several of 
the Yorkers will be on the program of 
the convention, either as speakers or 
judges for the style show which will 
be one of the features of the conven- 
tion. 

The York merchants are extremely 
optimistic concerning the outlook for 
their 1930 business. They feel that 
there will be no let-up in the heavy 
buying they have been enjoying and 
accordingly are already ordering their 
stocks for the spring and Easter sea- 
sons. 

The York association by resolution 
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of POCO 


The Arch Preserver Store in Newark, N. J. 


Boot AND SHOE RECORDER 


combining THE SHOP RETAILER, Jan. 11, 1930 


101 


WHERE TO BUY 


Women’s Novelties 


=r 











BIARRITZ SANDALS 
(ORIGINAL) 
FOR LARGE VOLUME 
BUYERS 
Write Direct 


BIARRITZ SANDALS 
33 W. 27th ST., NEW YORK 


he 
BONDWAY 


produces footwear of remark- 
able lightness, smartness anu 
















flexibility 
BOND SHOE COMPANY, 132 Duane St., New York 














WHERE TO BUY 
Children’s Shoes 








Baby Shoes! 


Soft Soles and 
Moccasins 
$4.80 to $9.00 dos. 
All colors—all styles! 
Bend for Samples!! 


BOSTON BABY 
SHOE CO. 
Ne. 1014-1016 Harrises 
Ave., Boston 

















Approved by Medical Men 


As a fully ventilated - 
shoe the Burkley Ven- 
tilated Foot Developer 
is unexcelled. Well 
known surgeons recom- 
mend its use. 

Barkley Shoe Co. 
1156 Ne. Main St. 

Brockton, Mass. 




















IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
387 Fourth Avenue 
New York 
323 W. Jackson Bivé. 
Chicago 


1307 Washington Ave. 
St. Leuis 
49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 



























approved the recent business confer- 
ence held in Washington, at the call 
of President Herbert Hoover, and 
pledged themselves to any movement 
which will make for prosperity for all. 


New Store in York 


York, Pa.—The W. H. Miller & Son 
Shoe Company, in York, Pa., has re- 
cently moved into larger and more 
commodious store rooms. The store 
was formerly located at 8 West Mar- 
ket Street and is now to be found at 
29 East Market Street. The new 
rooms have been newly remodeled. 












BUR * Dive SHOWCARD SERVICE OF FERMOnsi 
Including 100 Price Tickets 





| 
Quart Moptt» | 
: | Goon Deessers 





Gold lettering on black—orange pumpkin 
(From our October Service) 

























FREE PRICE Tick 


want 


are supplied with our monthly window card service. are st 
100 blank tickets printed on stock to harmonize with each month’s card service or MAT 
72 with prices as wanted and as illustrated below. now 

into 1 





The annual card services include:— 


Modernistic card holders, gold with black trim (3-color interchangeable show card monthly service, 
festoon base between frame and plateau) enhance the 14 all sales messages different, each month’s 
beauty of your window cards—harmonize with the finest cards of different designs and colors. 


of window display fixtures Annual Card Service is exclusive for one merchant in 


Printed Price Tickets an average size town, suburb or metropolitan shopping 
center. 
Either of the tickets illustrated below will —It is the most valuable of window card franchises to own 


for your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to 
coast now use it for pulling window-shoppers into their 


be supplied free to annual card service 
members in place of blank tickets each 














month in the quantity indicated in the stores. 
description of each monthly card service. Ask us if your town is or may be open. 
3-Color Printed Price Tickets 
on All Regular and Clearance Sale. 
Hand Lettered Any prices wanted 25c to $22.50—Green Border 
te, 6) Price Ticket Any prices wanted 85c to $14.00—Orange Border 
Actual size, blue and 1 1.10 
+ idhh Grown dunien, 6-doz. odd lot assortment $ 
y | black figures—80 dif- 12 doz.—$2.00 
ferent prices. : 
69c to $17.50 lias autiaroens 
25c per dozen 12 each of 6 prices 85c. | 
6 doz.— $1.25 12 doz.—$1.50 : 
228 12 doz.— $2.25 24 doz.—$2.50 ) 
24 doz.—$4.00 || Comet in oe Slack = doz. of one price 15c. 
— — (Acnal Size) Cash or stamps with order. 





























Several o other varieties of hand-lettered price tickets carried in-stock. Sample on request. 
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Exclusive in your town ortrading area 
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tMonsisting 4 Cardholders «< 12 Showcards 








c/s 
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Select the 


Service You Wish— 
Then Mail Coupon 


Service 8 cards (7”x11”) 4 Card 
N 1 Holders. 100 Blank Price 

Oo. Tickets, or 72 Printed Price 
Tickets, any prices wanted, of either de- 
sign illustrated below. 


$4.00 monthly ($48.00 the year) 





Service 12 cards (7”x11”) 4 Card 
No. 1-B Holders. 100 Blank Price 

Tickets, or 72 Printed Price 
Tickets, any prices wanted, of either de- 
sign illustrated below. 


$5.00 monthly ($60.00 the year) 





6 cards, 2 Card Holders. 
= 50 Blank Price Tickets, or 
rvice 36 Printed Price Tickets, any 
od wanted, of either design illustrated 
ow. 


$3.00 monthly ($36.00 the year) 





(100) Printed Price Tickets 


To Harmonize with each month's showeards—cards may 
be had with each month’s card service in place of the 


oo 





blank tickets indicated above at 50 cents per month 
additional. 
32 popular retail 
prices to select from. 





Mail the Coupon 


S/S? 








In the panel are brief descriptions of 


the several Services we offer. Select the 
one you wi 
(ee eeeesessessesessseesseeseeee 


COUPON 
BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIL 


Please enter our order for the Recorder “Sell- 
ing Messages” card service No. for one 
year, consisting of cards each month 
and art card holders, with the first 
month’s service, beginning with cards for Jan. 
for which we will pay $——— per year, pay- 
able $——— per month. 

For cash in advance full year’s service, 5% 
discount. 

(If service be discontinued before expiration of 
order, we agree to pay $1.00 per month additional 
for each month’s card service delivered.) 

We sell Men’s, Women’s, Children’s shoes and 
hosiery. (Cross out lines not carried.) 























(From our AUGUST service) 
| TICKETS 
Tickets with printed prices with any selection from 32 prices as 
wanted and which harmonize with each month’s window cards 
are supplied 100 for 50c. . 
MANY WELL RATED MERCHANTS from coast to coast 
now use Recorder Window cards for pulling window-shoppers 
into their stores. 
NOW READY 
ry JANUARY CARDS 
(3 colors—Blue—Red—Black) 
White board—7 x 12 
ing SINGLE SHOW ¢ 
CARDS 
_ each 
7 (Either with or without text) 
Check With Order, 
to 
md Please 
Select any subject below by number We offer the 
Available to merchants in towns only —— 
where there is not an annual card an oe aS 
service member. on ae _— 
‘: ae . — ae clearance sale! Best 
chic with formal costume— 9—Sale! Special values— 
2—We fit better dressed women— 10—Realize your fondes: 
3—Smart walking shoes, Look well! — 
4—Styleful — Colorful protective <a > = oe aS 
footwear guards your health— 
12—Talk about real shoe value! 
MEN’S Look at these— 
1é =< bd an “‘outside’’ man— HOSIERY 
6—High shoes for blust’ry days— 13—Beautiful Hosiery! Extremely 
protect ankles and arches— rare values— 
GENERAL CHILDREN’S 
ar — 2 — eal eaten ag 
N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed 
above card texts, abbreviated here because of space require- 
ments, which better cover their merchandising program. 
Merchants Service Dept. 
a BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 


Printed Price Tickets :— 


(Jan. 11th issue) 


Beore Wame .occccccvccccccccccsscccccccces 
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The Ordinary Shank 


The Frequent 


= 





ReTAILers? Repairs REDUCED 


A troublesome feature in 

ordinary turn shoes has al 
been the insecure fastening 
of the leather shank piece. 


the arch. 


MANUFACTURED EXCLUSIVELY BY PATENT PENDING 


CARDONE 4x, BAKER, INC. 
DD MYRTLE AVES vis nari 88E! xew vox BROOKLYN. N.Y. | | 


A new, practical and sure 
solution of that difficulty 
is found in this invention, 
where the shank is im- 
bedded in the sole—and 
stays there, increasing the 
strength and smoothness of 





HAND MADE SHOES 
FOR WOMEN 





The Sure Stay 
Shank Method 









The Finished 
Product 














onan: 



















STOCK 


36 Pair Cases 


A. W. GREELEY 
12 Duncan Si. - 


PROFIT-FULL 


: iate 


Greeley Boudoirs — good, 
salable, sensible slippers, 
with a profit in every pair. 
Carried in stock for immed- 


colored kid and with 
leather or rubber heels. 
If your jobber cannot 
supply you—write us. 


ox 


BOUDOIRS 


delivery in black or 








Haverhill, Mass. 














Cutters of 
FINE QUALITY TOPLIFTS 
of every description 
BEST OAK TOPLIFTS 


for the 


NEW WOoMEN’S LEATHER 


HEEL 


347 CONGRESS ST., BOSTON, MASS. 


POST-McVEY 


COMPANY 
* 

















ein nn 


wercome TO ‘ton YORK: 


= 
O 
ail 


SI” ST. 7“ AVE. 
opposite PENNA.R.R.STATION 








A Preeminent Hotel of 
1200 Rooms each hav- 
ing Bath, Servidor, Cir- 
culating Ice Water and 
many other innovations. 








E. G. KILL, General Manager. 


$ oo 
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Business 


_ILLINOIS—Champaign—R. K. Reddick (‘‘Red- 
dick’s”); boots, shoes, etc.; reported sold or 
closed out business. 

Chicago—Belmont Booteries, Inc. (1022 Bel- 
mont Ave.) (6720 Stony Island Ave.) ; boots and 
shoes; sold store at 1022 Belmont Ave. to Harry 
H. Chavis. 

INDIANA—South Bend—Shaffer & Metasor; 
boots, shoes, etc.; succeeded by A. Marsh. 

KENTUCKY—North Middletown—Emma Mee 
& Son; boots, shoes, etc.; reported sold or closed 
out business. 

MAINE—Hallowell—Nelson-Winer Shoe Co.; 
McKay shoe manufacturers; recently commenced 
business. 

MASSACHUSETTS — Haverhill — Barr & 
Bloomfield Shoe Mfg. Co.; manufacturers; capi- 
tal stock increased by $50,000. 

Holliston—Berkshire Footwear Co~-n.; manu- 
facturers ; capital stock increased by 800 shares 
common stock. 

Salem—Ryan-Rogers Shoe Co. ; manufacturers; 
reported sold to Jarnes Hamburger " 

South Braintree—W. B. Rice Shoe Co., Inc.; 
manufacturers; capital stock increased by 5000 
shares of common stock. 

NEW JERSEY—Newark—Saul Berson; boots, 
shoes, etc.; succeeded by Jacob P. Berson. 

Sol Rosenbaum (228 Prince St.); boots and 
shoes; succeeded by Louis Rosenbaum. 


ESS 


Changes 


Perth Amboy—P. Joselson & Son (Jos. Josel- 
son, Prop.) (328 State St.); boots, shoes, etc. ; 
reported sold or closed out business. 

NEW YORK—Brooklyn—Mrs. Rose Cohen 
(“Marilyn Kiddie Shoe Shop”) (5313 Church 
Ave.) ; boots, shoes, etc.; reported selling or sold 


out. 

Melvin Lifschulz (Melvin’s Shoes) (179 Myrtle 
Ave.) ; boots and shoes; succeeded by Lifschulz 
& Freedman. 

Wearit Shoe Corp.; 
rated. 

New York City—Philip Pape (Phil Pape Boot 
Shop) (24 W. 116th St.); reported sold or 
closed out business. 

Syracuse—Los Angeles Nettleton Co., In 
boots and shoes; capital increased from $100, 006 
to $250,000. 

Nettleton Shops, Inc.; boots, shoes, etc. ; 
tal increased from $1, 500, 000 io ny 000, 000. 

New York Nettleton Co., boots and 
gee: capital increased from $00" 000 to $1,000,- 


boots and shoes; incorpo- 


capi- 


Wellsville—Floyd E. West Shoe Store, Inc. ; 
boots and shoes; inc. authorized capital $20,000. 

OHIO—Dayton—Golden Rule Store of Dayton, 
Inc. ; boots, shoes, etc.; incorporated. 

Ironton—Albert Weatherhold & Co. (4th and 
Center Sts.); boots, shoes, etc.; recently com- 
menced business. 








Failures, Embarrassments, Etc. 


ALABAMA—Talladega—Rosenberg & Solomon 
(“The Leader Store”); boots, shoes, etc.; re- 
ported petition in bankruptcy. 

ARKANSAS—Little Rock (also Morrillton 
and Stuttgart)— Charles Fileisig (“Fleisig 
Stores’”’); reported petition in bankruptcy; re- 
ported receiver appointed. 

Truman—Shavers Bargain Store; boots, shoes, 
ete.; reported petition in bankruptcy. 

CALIFORNIA—San Diego—Al Krinitsky (Uni- 
versal Tailors and Haberdashers) ; boots, shoes, 
etc.; reported assigned. 

CONNECTICUT—Shelton—Samuel Benjamin; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Waterbury—William Brooslin (““Wilbur’s Shoe 
Store”) (81 South Main St.); boots and shoes; 
called meeting of creditors for Jan. 3 at New 
York City. 

FLORIDA—Caryville—J. D. Peters; boots, 
shoes, etc.; reported petition in bankruptcy. 

E. B. White; boots, shoes, etc.; reported peti- 
tion in bankruptcy. 

Saint Augustine—The Bootery (Monteau and 
Pomar); boots, shoes, etc.; reported petition in 
bankruptcy. 

GEORGIA — Atlanta— M. Socoloff & Sons; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Thomaston—Z. L. Klein (Klein’s Surprise 
Store); boots, shoes, etc.; reported petition in 
bankruptcy. 

ILLINOIS — Chicago — Cletus Edward Maley 
(Maley’s Boot Shop) (224 E. 48rd St.); boots 
and shoes; reported petition in bankruptcy. 

INDIANA—Fort Wayne—Mendelsohn’s : 
and shoes; reported receiver appoin 

MARYLAND — Baltimore — Harry Sober (9 
East Cross St.) ; boots and shoes; reported peti- 
tion in bankruptcy; reported receiver appointed. 

MASSACHUSETTS—Boston—Max Zimmerman 
(39A Chelsea St.); boots, shoes, etc.; reported 
assigned. 

Medford—Arthur’s Shoe Store (Bessie Elias, 
Prop.) ; boots and shoes; reported assigned. 

MICHIGAN—Detroit—A. E. Burns & Co., 
Inc.; boots and shoes; called meeting of cred- 
itors for Jan. 4. 

Isadore Wolk (7407 W. Warren Ave.; boots, 
shoes, etc.; reported petition in bankruptcy. 

MINNESOTA — Minneapolis — Jos. H. Gold- 
berg (217 E. Hennepin Ave.) ; boots and shoes; 
reported petition in bankruptcy. 


boots 
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MISSISSIPPI — Clarksdale — Levinson Bros. ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

MISSOURI—Independence—William J. Burt 
(The Arcade Store) (211 N. Main &t.); boots, 
shoes, etc.; reported petition in bankruptcy. 

NEW HAMPSHIRE—Pittsfield—J. B. Logan 
Shoe Co.; shoe manufacturers; reported petition 
in bankruptcy. 

NEW JERSEY — Newark — Abraham Rosen- 
blum (123 Mulberry St.) ; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

NEW YORK — Brooklyn — Harry M. Ritter 
(6511 18th Ave.) ; boots and shoes; called meet- 
ing of creditors for Dec. 31. 

Long Island City—Pesl-Bodner, Inc.; shoe 
manufacturers; called meeting of creditors; re- 
ported offering to compromise at 25 per cent. 

New York City—Samuel Lieberman (1660 
Bathgate Ave.) ; boots and shoes; called meeting 
of creditors for Dec. 30. 

Rochester—Ellis Rolick; boots and shoes; re- 
ported petition in bankruptcy. 

OHIO—Akron—James Eastman (Eastman Cut 
Rate Store) ; boots, shoes, etc.; reported petition 
in bankruptcy. 

Norwood—L. Sein; boots and shoes; reported 
petition in bankruptcy. 

Youngstown—H. O. Greenwald (40 E. Federal 
St.) ; boots and shoes; reported petites in bank- 
ruptcy. 

PENNSYLVANIA—Farrell—William Edelson ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Philadelphia — Meyer Altenberg (239 South 
St.) ; boots, shoes, etc.; reported petition in 
bankruptcy. 

Max Frost (1010 S. 9th St.); boots, shoes, 
etc.; reported petition in bankruptcy. 

Esther Gottfried (“Elaine Shoppe”) (La Mar 
Shoe & Hosiery Co.) (118 S. 17th St.); boots, 
shoes, etc.; reported petition in bankruptcy. 

Simon Rotman (1003 W. Girard Ave.) (4046 
Girard Ave.) ; boots and shoes; reported petition 
in bankruptcy. 

Scranton—Furman & Goldean; boots, 
etc. ; reported petition in bankruptcy. 

Uniontown—Samuel Allenstein; boots, shoes, 
etc.; reported petition in bankruptcy. 

Wampum—Joseph Shaffer; boots, shoes, etc. ; 
reported petition in bankruptcy. 

— CAROLINA — Charlesto 
Levi (“Solomon Shoe Store’’) ; 
- sod reported assigned. 


shoes, 


nm — Solomon 


boots and 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 
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TEN NESSEE—Lansing—Etta Hall; boots and 
shoes; reported petition in bankruptcy. 

TEXAS—Borger—Max Manheimer (“Rex Style 
Shop”) (Sample Hat Shop); boots, shoes, etc. ; 
reported petition in bankruptcy. 

WISCONSIN — Oshkosh — Herold O. Bathke; 
boots and shoes; reported petition in bank- 
ruptcy. 


New Shoe Dealers 


Pittsburgh, Pa.—A. T. Gabert, 693 Washing- 
ton Road. 

Chickasha, Okla.—Broadrick Dry Goods Store, 
412 Choctaw Ave. 

Chelan, Wash.—C. E. Blackwell Co. 

South Gate, Cal.—E. K. Ellsworth, Elizabeth 
Ave. and Tweedy Blvd. 

Princeton, Ind.—Massey Shoe Store, N. Side 
&quare. 

Salem, S. D.—A. J. Rauk. 

Bucksport, Me.—New York Syndicate (soon). 

Granite Falls, Minn.—Lasker & Upin (soon). 

Elkhart, Ind.—Keene’s Klothes & Boot Shop. 

Richmond, Va.—I. Miller & Sons, 220-22 E. 
Grace St. 

Williston, N. D.—J. J. Newberry Co. (soon). 

Portland, Ore.—Fashion Bootery, Broadway 
and Morrison Sts. 

York, Pa.—W. H. Miller & Son, 29 E. Mar- 
ket St. 

Chicago, [ll.—Feltman 22nd St. 
and Austin Blvd. 
Columbus, Ohio— Mechem Shoe Co., 

t. 


Gay 
Long Beach, Cal.—Oscar Johnson, 1011 Ala- 


mitos. 

San Antonio, Tex.—Chandler’s Boot Shop, 
Houston and Jefferson. 

Chickasha, Okla.—Shelby Ishler. 

Augusta, Me.—G. R. Kinney Co., 365 Water St. 

Milwaukee, Wis.—Meyer M. Weiss. 

Cameron, W. Va.—L. Hamilton. 

Stanton, Ky.—Powell Mercantile Co. 

Passaic, N. J.—Dundee Shoe Store, 
ket St. 

Evart, Mich.—Judson W. Roe. 

Lonejack, Mo.—E. V. Dooley. 

Miles City, Mont.—Dion-Eustrom Co. 

Prescott, Ariz.—Rittenhouse & Campbell. 

Columbus, Ohio—Si-En-Tiffick Shoes, Inc. 

New York, N. Y.—Gotham Bootery, Inc. 

New York, N. Y.—Malvin Daniel & Co., Inc., 
79-2 Bay Parkway. 

Nogales, Ariz.—Jund Middleton Co. 

New York, N. Y.—Zeitz & Frohman, Inc., 9 
W. 20th St. 

Roaring Spring, Pa.—D. O. Miller. 

Santa Monica, Cal.—Montgomery Ward & Co. 
(soon). 

Clay City, Ky.—John E. Woodard. 

Warm Springs, Cal.—L. S. Crammer. 

New York, N. Y.—Equitable Shoe Co., Inc. 

Sacramento, Cal.—The Fashion Bootery, Inc., 
702 K St. 

Shawnee, Okla.—Montgomery Ward & Co., 
9-11 Main St. 

Madison, Wis.—Montgomery Ward & Co. 

Belleville, I11.—W. T. Grant Co., Main and 
High Sts. 

Cedar Rapids, lowa—Green Square Shoe Shop, 
404 3rd Ave. 

Douglasville, Ga.—M. L. Henslee. 

Sharon, Pa.—Nobile Shoe Co. 

Beaver Falls, Pa.—R. & £&. Shoe Store, 1018 


” TiL—Masters Shoe Co., 118 N. Chi- 


Los Molinos, Cal.—Fred M. Taylor. 

Portland, Mich.—J. V. Buerge & Son. 

Greenville, Mich.—Blanding Bros. 

Detroit, Mich.—Harry’s Shoe Store, 38457 
Buchanan Ave. 

Detroit, Mich.—Emerson Shoe Co., 18009 E. 
Jefferson Ave. 

Eugene, Ore.—LaMode Slipper Co. 

Eagle, Idaho—Lester Hunt. 

Silverton, Ore.—Peter Schmidt. 

Salem, Ore.—Hamilton Shoe Co. 

Battle Ground, Wash.—A. A. Harrison. 


& Curme, 
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THIS MAY BE 
YOUR OPPORTUNITY 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








WANTED 


Experienced salesmen with good 
record. Will only consider men ac- 
quainted with the trade who come 
highly recommended. 

Expansion program offers 
choice territories. 

Line consists of Men’s and Boys’ 
dress and work shoes. Also complete 
line of children’s stitchdowns at 
popular prices. 

Give complete details of past sales 
record in first letter. 


Steven Strong Shoe Company 
MILWAUKEE, WISCONSIN 











We have an opening in East 
Texas, together with adja- 
cent territory of Oklahoma, 
Arkansas and Louisiana. Ap- 
plications, to be considered, 
must give a complete sum- 
mary of business experience, 
including lines carried, terri- 
tories covered and yearly 
volume of sales. 


M. A. Packard Company 
Brockton, Massachusetts 











ALESMAN WANTED to sell a 

line of Women’s McKay | ay iy. to 
be retailed at $5 to $7, to Chain and Depart- 
ment Stores and large retailers, on the Pacific 
Coast. Address B-532, care Boot and 
Royster, 239 West 39th Street, New York. 





S ALESMAN wanted for Connecticut and 
Massachusetts, exception of Boston, carry 
our line Welts, Stitchdowns, McKays, Leg- 
gings. All styles in stock. Commission paid 
Must reside on hore Lal and travel 


weekly. ve 
ging 7) 


by auto. Hagerstown Shoe & 
agerstown, Md. 





ALESMEN WANTED—We are desirous of 

securing the services of several salesmen 
having established shoe accounts to carry our 
oo priced, extensively advertised line of 

apytoz Juvenile Turns, Stitch-Steps and 
Stitchdowns in connection with some non-con- 
flicting line. We maintain complete stock de- 
partment. Pay highest commission and have 
some choice territory open. rite for details 
stating territory, etc. Wonderful opportunity 
for those who mean business. W. C. Goodger, 
Inc., Rochester, Zz 





SALESMAN wanted for Central Pennsyl- 

vania, carry our line Welts, Stitchdowns, 
McKays, Leggings. All styles in stock. Com- 
mission paid weekly. Must reside on territory 
and travel by auto. Hagerstown Shoe & Leg- 
ging Co., Hagerstown, 


WANTED—Agzressive . salesmen for fast sell- 
ing side line infants’ and children’s shoes. 
10 per cent commission basis; prompt settle 
ments. Rochester’s finest line attractively 
priced. Following States open: Arkansis, Illi- 
nois, Indiana, nsas, Ohio, a he 
consin, Texas, aware, Maryland, New 
land. Give experience, present connection = 
all facts confidentially in first letter. Tootsies 
Inc., 9 Haidt Place, Rochester, N. Y. 





ALESMEN WANTED. _ Experienced sales- 
men for a line of Rhinestone, Metal, Cut 
Steel and Beaded Buckles for the manufac- 
turing, | jobbin ue and retail trade. Territories:— 
York City and all other states. Give 
pe lin and experience. Address B-569, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 





ONE Good Salesman for one good popular 
priced side line of soft sole house slippers 

for the West Coast. Address B-566, care Boot 

ond 5 eee 239 W. 39th St., New 
or 








ALESMEN WANTED—To carry line of 

sheepskin slippers; moccasins and leather 
helmets either full time or side line on a 
strictly commission basis in th States west of 
Mississippi River and north of Oklahoma; 
also New York State and Ohio. Give refer- 
ences and experience in first letter. Address 
B-565, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





a New York, N. Let. on 
that advertisements 


POSITIONS WANTED 

4c per word. Minimum Charge 75c. 
LINES WANTED 

4c per word. Minimum Charge 75c. 


ALL OTHERS 
7c per word. Minimum Charge $1.28 
Ag, DELAY SPACE 
Five per inch. Allow 45 
Sebi te on Ok 





Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th 
Monday of the week of publi > oie 


blished 
will be put over to the ° fens week’s issue. 





cation in 
erwise insertion 


tisement and paid for acc ° 
Payment in advance .. = 
cept when regular advertisers, 
amounts are too small to open eoseumen. 
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ANTED—Salesmen in,several western and 

southern states to rry a fast selling 
line of stitchdowns as side line. Commission 
basis. Inquirers must have established trade. 
State territory and references in first letter. 
Address B-572, care Boot ~- Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





W ANTED—Salesmen for strong line women’s 
novelties retaili at popular prices. Must 
be reliable, thoroughly experienced, willing to 
be governed by. Sar olicy of distribution. 
Strictly commission. No drawings. Samples 
are ready. Address B-571, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 





SALESMEN—Leading Brooklyn manufacturer 
of women’s hand turned shoes, desires a 
representative » ante their line in Chicago 
and vicinity. one having an office in 
Chicago need a State experience and 
reference. Address B-570, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 





S ALESMEN for North Central States--in- 
stock line of McKay novelties that retail at 
$4.00 and $5.00. Commission paid weekly— 
references required. Address B-564, care of 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Il. 





ELP WANTED—Salesman to sell large 

Shoe Lining Trade and Shoe Manufac- 
turers. Write and give your experience, men- 
tion salary. Address B-562, care Boot and 
ge 3 Recorder, 239 W. 39th St., New York, 
_ = 





S HOE ge wanted to carry a line of 
spats and shoe ornaments as a sideline, 
those who have time to allow them to carry a 
side line, answer only with references. Man- 
olis Manufacturing Company, 4248 No. Craw- 
ford Ave., Chicago, Illinois. 





EXPERIENCED SHOE SALESMEN with 
established trade to sell a complete live of 
women’s Goodyear Welt Arch Support Shoes 
and Stitchdowns. All styles in stock. Terri- 
tories open: Ohio, Illinois, Kansas, and Iowa. 
Give full particulars in first letter. Six per- 
cent commission. Strictly commission basis. 
No objection to salesmen ie A line in con 
nection with a_non- sonnet in 

PERITY SHOE CO., [74 INGOLN. RS, 
BOSTON, MASS. 





LINE WANTED 


W ANTED—Line of Women’s or Children’s 
shoes for New York City and _ vicinity by 
Past six years on this territory 
Address B-573, care Boot 
239 W. 39th St., New 





young man. 
with reputable line. 
and Shoe Recorder, 
York, N. Y. 


LINE WANTED for North Carolina, South 
Carolina, Georgia, Florida. Twelve years’ 
Address B-561, care Boot 
39th St., New 





established business. 
and Shoe Recorder, 239 W. 
York, N. Y. 


XPERIENCED salesman and live wire in- 
side man. Ten _ experience with large 
jobbing house on Duane Street. Well known 
in the trade. Address B-559, care Boot and 
ae 3 Recorder, 239 W. 39th St., New York, 








ANUFACTURERS’ lines medium and low 
priced shoes and slippers. Sell Porto Rico 
merchants. Thirt days accounts. Harry 
Saeee. 341 Broadway, N. Y. City. Walker 
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POSITION WANTED 











FOR RENT 





FOR RENT 














Position Wanted 


Traveling shoe salesman with 
twelve years of successful per- 
formance desires connection with 
some good reliable firm. 

Address B574, care Boot and Re- 
corder, 239 West 39th Street, 
New York, N. Y. 











BOOKKEEPER desires position evenings to 
take care of shoe retailer’s books in New 
York City or metropolitan district. Can furn- 
ish excellent references. Address B-522, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





consider change, have 


S ALESMAN—Will 
Oklahoma, Louisi- 


good following in Texas, 
ana. Now selling long list of chains and large 
independents. nly manufacturers considered. 
Do you want a seasoned representative. Ad- 
dress B-557, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





SHOE _BUYER— Thoroughly experienced 
executive, 39 years old, now associated with 
large Chicago department store as an assistant 
buyer desires to change position. Ability, 
character and business record will bear the 
closest scrutiny. Middle West ferred. . Ad- 
dress B-552, care Boot and Recorder, 
239 West 39th Street, New York, N. Y. 





POSITION WANTED 


Well known shoe man with twenty-five 
ears’ experience desires connection in 
uying, Merchandising or Styling Men’s, 
Women’s or Children’s shoes. Address 
B567, care Boot and Shoe Re- 
corder, 189 W. Madison St., Chi- 
cago, Illinois. 











Y OUNG man now managing successful de- 
partment, desires to change and make con- 
nection with reliable firm. Excellent references. 
Address B-563, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





VAILABLE soon. Manager and Buyer of 

of a $6 to $10 New England Retail Store 
doing $100,000.00 annually in men’s, women’s 
and children’s shoes. Reference as to charac- 
ter and ability. 38 years of age. For details 
address B-560, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





FOR SALE 


FOR SALE OR TO LET—Brick building for 
manufacturing purposes. Four floors, 
square feet per floor, including heat, sprinkler 
system, and elevator. Rent low. ted at 
entral and Elm Streets, Saugus, near Lynn. 
Address ALBERT SALTER, Saugus, Mass. 











New York Office and Salesroom 
Available 


Due to the merger of the Shoe Retailer with the Boot and Shoe 
Recorder, there is available at the Marbridge Building, head- 
quarters of the New York shoe industry, a desirable suite of 
offices or display rooms especially suited for a concern selling 
the shoe trade. Complete information can be had by writing 
the Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 











BUSINESS OPPORTUNITY 





WANTED TO PURCHASE 








Manager for 
Family Shoe Store 


Want wideawake, experienced 
shoe man not over 35 years 
old, with some capital to in- 
vest in good, well equipped, 
well located family shoe store 
in good town. This man will 
have full charge of store un- 


der proper supervision. Must 
have good personality, be a 
hard worker with economical 
habits and stand a rigid char- 


acter investigation. Splendid 
opportunity for right man. 
Give record and amount of 
cash capital available in first 
letter. Address B 537, care of 
Boot and Shoe Recorder, 239 
West 39th Street, New York, 
N. Y. 





FOR SALE—Family Shoe Store. Outstanding 

opportunity in Oklahoma. Established loca- 
cation over ten years. 100% location. Fair Rent. 
Reasonable terms. Address B-568, care Boot 
& . an Recorder, 239 W. 29th St., New York, 





F OR SALE at Wellsboro, Pa., shoe store, 
+ finest location, steel shelving, plenty of room, 
including space for ladies’ wear department. 








FOR RENT 





FOR RENT—Very desirable location for 
medium priced men’s shoe store in Boston, 
adjoining largest elevated terminal. Call 
Liberty 3941 or address William A. Herman- 
son, 185 Devonshire St., Boston. 














Excellent opportunity for right man. Samuel 
Marks, Towanda, Pa. 
MERCHANTS’ NEEDS 
TO LEASE ' 
Everythin for Your Windows 
TO LEASE uturistic Displays and 
Shoe department for popular priced ackgrounds 
ladies’ and children’s shoes. Best popular Artifielal Flowers, Vases, Window Fixtures, 
with 100% location, new Paintings, | ema Scenes, Velour Papers, Paper 


= store 

uilding, plenty window space. Can sup- 
ervise selling, advertising, management, 
ete. Will rent out on straight rental or 
commissions on sales. 


“THE PARIS,” Paris, Kentucky 








Borders, ib Borders, Decorative 
Puffing, Foils, Fiitters, Valences, 
terial, Grass Mats. Send for Fancy Paper Book- 
let. Price Tickets. 

DAVE’S DISPLAY DECORATIONS 





118 West Broadway, New York 








If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1445 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, eniire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 


596 Broadway, New York, N. Y. 
Telephones Vana) 6874 and Canal 6655 








HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, ete. Short term 
leases taken over. Transactions confidential. 
Est. 1890 


MAX GLAUBERG 


350 Canal St., New York City 
Canal 7854 


> 











Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds ané 
Ends. U red leases taken ever. 
hone or write. 


POSTER @ DEUTSCH 
436 Grand 5t. New York City 
Dry Deck 0353 











MERCHANTS’ NEEDS 











Floodlights 


or 


Spotlights 
$ 3.95 


Complete with 5 color screens. Made 
entirely of paraluminum. The perfect 
color light for shoe window displays. 
Sent C.0O.D. If check accompanies 
order we pay parcel post. 


SHOW WINDOW LIGHTING CO. 
69 WOODBINE ST., PROVIDENCE, R. I. 
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iN SHOES —— 


ONE OF 25 


MADE IN PHILADELPHIA 
BY MASTER CRAFTSMEN 





STOCK 


AA TOE 





C. S. GIBBON CO. 


Tailored 
Perfect Fit 











50-54 No. 4th St. Phil., Pa. 
ACT PC A ROE RRO I REA 


Fashionable 








Pn Dic IU AIP O?. 


DIAMOND SPATS 
MADE IN ENGLAND 


Why accept an imi- 
tation when you can 
buy the genuine arti- 
cle for less? 

Diamond Brand 
is 100 years 
old— None 
Better ! 

In Stock—4 


Popular 
Shades 


KEENE BROS. CO. 
47 WEST 34th ST., NEW YORK 














MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








POM?POMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY (©O. 
693 Broadway New York Oity 














Milbradt 
Rolling Step Ladders 
Bnable you to reach your 
highest shelves convenient- 

“They me 9 lifetime 


Are made in any style, 
gogo or size to fit any 
kind of shelving. 

Write for general catalog 
and let us suggest the best 
ladder for your use. 


Milbradt 


Manufacturing Co. 
Established 1898 


2416 No. 10th Street 
ST. LOUIS, MO. 

















BEADED BUCKLES 
With ae Patented — 





No, 1581—75c Per Pair 
Sample Assortment for Your Approval 
Cheerfully Submitted 


The National Buckle Co. 


Specialists in Shoe Ornamentation for 
the Retail Store 


640 BROADWAY, NEW YORK 











- 


PRICE TICKETS 


FOE WINDOW DISPLAY 


“nee Write “ Samples 


Our Price Tickets are Hand Designed by Expert Card 
Writers. The Prices are Perfect Reproductions of Hand 
Lettering. Only the Best Mat Boards are used. Beauti- 
ful Designs! Rich Colors! Real Merchandise - Selling 


25 YEARS OF “KNOWING HOW” ARE BEHIND THEM 
YOUR STORE NAME ON EVERY TICKET! 


LOWEST PRICES WRITE FOR 
PROMPT SERVICE | SAMPLES 
ginal Desens for Sores a Specially 


ae © 2) Soe Oe SS ae ED 


O17 LIBERGY AVE PILEShthor Fa 








MERCHANTS’ NEEDS 





$5.00 Per Gross 
$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
416 Victoria Bldg. St. Louis, Mo. 














Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Betablished 1908 New York 











ERScusnon TIRE 


>\ STORE LADDERS 











= 





Tt my 








y Insure perfect 
shelf service for 
any line of mer- 
chandise. Deep tread 
steps, properly spaced, 
with convenient full 
length handholds on both 
sides of ladder permit 
mounting or descending 
with ease. Both hands 
free to remove or 






replace stock without 
danger of falling. , 
Cushioned Tired ¢ 
Fe and Truck 
eliminate noise and prevent vibra- 
tion. Erection as simple as A, B,C. Utilize 
small space. Make top shelves safely avail- 
able for stock purposes. le—neat of 
design—nicel fanished——any height ceiling. 
ousands in use. 
Circular on me FE.MYERS & BRO.CO 
Sequest, ASHLAND, OHIO. 





@PUMPS-WATER SYSTEMS-MAY TOOLS - DOOR NANGERS F 
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ESTABLISHIO 1890 


LABELS 
SHOE CARTONS 


W EXCLUSIVE BUT NOT EXPENSIVE 
| SAMPLES UPON REQUEST 


23- a1 LEXINGTON AVE , BRODKLYN. NY 


AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCS 






























933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 





















































| 


What is your problem? 


Use this coupon for 
catalogs, literature 
and information on 


Store Equipment 
and 
Merchandise 


Specialty 


The Merchants Service Depart- 
ment of the Boot and Shoe Re- 
corder furnishes gratis to sub- 
scribers information and sugges- 
tions on matters of store equip- 
ment and specialty merchandise. 


To dealers checking the coupon 
at side catalogs and literature will 
be sent by some of the leading 
manufacturers ef the articles 
specified. 


To aid in finding just what you 
want, please inform us as fully 
as you can regarding your re- 
quirements. 


Address Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 West Madison St. 
Chicago, Ill. 


Se SSS SS SS SSS SS SS Se eee ee eee ees eee esse Sees 


0 Advertising Cut Service 
C0 Advertising Novelties 
C) Arch Supports, metal 


( Arch Supports, non-metal 


0 Bookkeeping System 

OC Backgrounds, Window 
(1 Carton Labels 

0 Carton Tickets 

C Counters 

CZ) Fitting Stools 

OC Fixtures, Display 

0 Floral Decorations 

0 Foot Measuring Devices 


0 Hosiery Display Fixtures 


C0 Hosiery (state kind) 
OC Interior Lighting 
OC Literature on Leather 


Store Name 
Street Address 


City and State 


0 Ornaments (Shoe) 

0 Reflectors (Window) 
C0 Riding Boots 

C0 Show Cards 

(C0 Stock Record System 
(C0 Store Seating Plans 
0 Show Cases 

0 Store Fronts 

(C0 Store Ladders 

[] Shoe Store Mirrors 


- [© Souvenirs 


C0 Shoe Dressings 
(C0 Shoe Trees 

0D Shelving 

0 Window Lighting 
C X-Ray Machines 
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Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SHoe Reconrper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass....... 96 
Air Mail Shoe Co., Cincinnati, Ohio...... 13 
Alden, C. H., Co., Abington, Mass........ FF 
Armstrong, D., & Co., Rochester, N. Y.... 76 
Athletic Shoe Ce., Chicago, Ill........... 98 


Ault-Shackford Shoe Co., Auburn, Me.... 


Biarritz Sandals, New York City........ 

Bleecker Shoe Co., New York City....... 64 
Blog Shoe Findings Co., New York City.. 65 
Bond Shoe Co., New York City.......... 101 
Boston Baby Shoe Co., Boston, Mass...... 101 
Brooks Shoe Mfg. Co., Phila., Pa......... 98 
Burkley Shoe Co., Brockton, Mass........ 101 
Capezio, New York City..........ccccess 98 


Cardone & Baker, Inc., Brooklyn, N. Y... 104 
Chapline-Mayer Shoe Co., Milwaukee, Wis. 57 
Chase, W. S., & Sons, Haverhill, Mass... 96 


Clapp, Edwin, & Sons, Inc., E. Wey- 
SE, SE, Sc csccpecdcsscednocccooes 


Colt-Cromwell Co., New York City...... 85 
Concord Shoe Co., Inc., New York City.. 65 
Crescent Shoe Co., New York City....... 65 
Crossett Shoe Co., Boston, Mass.......... 32 


Dorothy Dodd Shoe Co., Boston, Mass... .52-53 
Dryzer & Rosenberg, Inc., New York City 64 
Duane Shoe Co., New York City......... 65 
Dunn & McCarthy, Inc., Auburn, N. Y... 80 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 95 
Edwards, J., & Co., Phila., P. 
Elam, F. 8., Shoe Co., Rochester, N. Y... 90 
Emerson Shoe Mfg. Co., Rockland, Mass. 94 


Friedman, B., Shoe Co., New York City.. 64 
Friendly Shoe Co., Milford, Mass........ 97 


General Footwear Corp., New York City.. 96 
Giiten, C.. &.. Ca, Phila. Pa. ...cccccces 108 
Golo Slipper Co., New York City....... 64, 88 





IN THIS ISSUE 


NORMAL YEAR AHEAD............. 


N. S. R. A. MEETING Goes Over BIG 


THE VOICE OF THE RECORDER...... 


FoR THE EASTER PARADE.......... 


8 Ee ee 


It’s SELLING THAT COUNTS THESE 
Days 


ed 


TAKE TIME BY THE FORELOCK...... 


Bitty RoGeERS—SHOE MERCHANT... 
TRAVELERS GO ON A BUDGET........ 
I in sh ain-els be ae.o 0a 


THE BUSINESS BAROMETER..... aren 


Sensible buying at St. Louis.... 33 


A detailed report of the big con- 


RE ra meer . 84 
Opinions of the Editor......... 40 
What our fashion editor saw on 

et TUNED 6.6 60:00:6.00-0-655 << a 
This is the most important prob- 

ee ) ee eee ree 44 


What a big banker told his mer- 
chant audience in St. Louis... 46 


A remarkable address by the 
N. S. R. A. president, A. H. 
Geuting ....... Pdi vce seces 50 


By Harold Whitehead.......... 78 
The N.S. T. A. Convention..... 81 
From everywhere .........+00% 87 


Changes, Embarrasements, New 
RP OEE LES PRLS 105 








Greeley, A. W., Co., Haverhill, Mass..... 104 
— Daniel, Felt Shoe Co., Dolgeville, 


Hamilton Brown Shoe Co., St. Louis, Mo. .68-69 
— & Chapline Shoe Co., Milwaukee, 







Ideal Baby Shoe Co., Danvers, Mass....... 


Jonas, J. A., Shoe Co., Haverhill, Mass... 67 
Julian & Kokenge Co., Cincinnati, Ohio.. 4-5 


Juvenile Shoe Corp., Aurora, Mo......... 89 
Kendall Shoe Co., Haverhill, Mass........ 98 
Kozy Komfort Shoe Mfg. Co., Milwaukee, 

 d0ced ddensessbonesepesesooneness 85, 
Lape & Adler Co., Columbus, Ohio...... 10 
Levey Bros., New York City............ 65 
Maize Shoe Co., Rochester, N. Y......... 85 
Mallott, H. F., Shoe Co., Chicago, Ill.... 99 
McElroy-Sloan Shoe Co., St. Louis, Mo.... 1 
Menihan Co., Rochester, N. Y........... 86 
Musebeck Shoe Co., Danville, Ill......... 91 
Nettleton, A. E., Syracuse, N. Y......... 94 


Old Colony Shoe Co., Brockton, Mass.... 95 


Packard, M. A., Co., Brockton, Mass..... 94 


Paristyle Footwear Mfg. Co., Inc., New 
York City 
Powell & Campbell, New York City...... 64 


Reynolds, Bion F., Brockton, Mass....... 94 
Richards & Brennan Co., Randolph, Mass. 94 


Saks & Vigorith, Inc., Cincinnati, Ohio... 95 
Saks, M. J., Shoe Corp., New York City.. 65 


Schwartz & Herder, Inc., Phila., Pa...... 99 
Smart, Bob, Shoe Co., Milwaukee, Wis.... 8 
Smith, Wm. Sumner, Chicago, Ill......... 99 
Stacy-Adams Co., Brockton, Mass... ..... 94 
Stern, R., Co., New York City........... 97 
Stetson Shoe Co., So. Weymouth, Mass.... 25 
Swan Shoe Co., Baltimore, Md........... 96 


Tupper Slipper Corp., Brooklyn, N. Y.... 97 
Weiss, J., Shoe Co., New York City...... 64 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Co., Inc., Philadel- 
BEER, FO, ccccccceccecccccccecceSoecoee 


Armstrong Cork Co., Lancaster, Pa...... 12 
Beebe, Lucius, & Sons, Boston, Mass. .2nd Cover 
Calf Tammers Age. cccccccccccccccccccce 6-7 
Essex Tanning Co., Peabody, Mass........ 71 
Evans, John R., & Co., Camden, N. J....18-19 
Gallun, A. F., Sons, Milwaukee, Wis..... 73 
Goodyear Tire & Rubber Co., Akron, 
GED cocvecescvvdevcesocccessvovccsces 30-31 


Hunt-Rankin Leather Co., Boston, Mass..22-23 
Be He, Gs TR, Gis ccc cctcdececces 60 


Lawrence, A. C., Leather Co., Boston, 
BEL: svaswseesedecdeetececcsen Front Cover 

Levor, G., & Co., New York City......... 2-3 

Lima Cord Sole & Heel Co., Lima, Ohio.. 66 


New Castle Leather Co., Boston and New 


ME, -Gbdb0bbbb0 6 5a04-0540004406040%0008 61 
Northwestern Leather Co., Trust, Boston, 

RE. Bare pbevesdse 660600606 be50 66405 63 
Ohio Leather Co., Girard, Ohio........... 11 
Pfister & Vogel Leather Co., Milwaukee, 

ME edt Oe Suid 8604004 509400 060400000600 14 
Post & McVey, Boston, Mass............. 104 


Deane, Fred, Leather Co., Fond du Lac, 


Poe ee eee OCC COO OSCE ESC CeCe Ce eee ee 
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The subscription price of the 
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Next Week 


you will find 


in the 


Boot and Shoe 
‘Recorder 


No convention such as that held this 
week in St. Louis can be fully covered 
in one issue. Nor is it desirable that 
it should be, as time must be given 
the editorial staff to digest the vast 
amount of material gathered, to whip 
it into shape and to dish it up so that 
“he who runs may read.” 


In our next issue, therefore, look for 
one supremely important feature—the 
account of the several round table dis- 
cussions which were held during the 
N. S. R. A. convention—discussions at 
which sane, constructive, business 
building ideas were hurled forth at a 
rate which left us fairly dizzy. 


You will find in next week’s book 
enough material to give you the best 
year’s start you have ever had since 
the day you entered the retail shoe in- 
dustry—how many years ago was it? 
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As Uniform as Human Skill Can Make Them 


Right in step with every advancement of modern shoemaking 
— millions upon millions of VULCO-UNIT BOX TOES are 
supplied to leading shoe manufacturers each year — manufac. 
turers who know VULCO-UNIT BOX TOES to be of as uni- 
formly high quality as human skill can make them. 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the world 


STATLER BLDG. + BOSTON 
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